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Lube men pinpoint oil change policy 


Independent's planning booms station business 





no 308 TOO SMALL...no sos TOO LARGE... 
ror BRODIE BiRotor METERS 


9M THE LARGEST ¥¢ 
SMALLEST, EACH BIROTOS 
PLOYS THE SAME BASIC 
URES: 


VIBRATIONLES 
ciple—smooth fic 
static and dynymic he 


WELDED ALL-STEEL HOUS 
resists impacts, shocks, \¢ 
f * surges. 
4 


Lowest 
Maintenance 
NO METAL-TO-METAL CONTA 


Cost i quickly removed in measuring unit to cause wear o 
‘With capatities from 50 G.P.M. nahn epee “Catia 


connection 
* to 1650 G'P.M.—and pressures up to 
* 1000 P.S.1. every size and model of Brodie 
3 BiRotor Meter embodies the same basic features that 
have,established unmatched records of performance in 
every phase of petroleum product metering. Look into 
Brodie BiRotor Meters today! 
Smooth continuous delivery at all speeds 
e High capacity with wide margin of safety 
e Rugged unit-built construction 
e Absorb fluid surges and shocks 


Bropie 


RALPH N. BRODIE CO., INC. . ALVARADO & WEST 137th AVE., SAN LEANDRO, CALIFORNIA, U.S. A. 
Division Offices: 550 SO. COLUMBUS AVE., MT. VERNON, N.Y. + 59 £. VAN BUREN, CHICAGO 5, ILL. + 167 PARKHOUSE STREET, DALLAS, TEXAS 
221 9th AVE. N., SEATTLE 9, WASH. + 5401 E. SHEILA STREET, LOS ANGELES 22, CALIF. + REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 





BATTENFELD LUBRICANTS 


HAVE BEEN MAINTAINED 

FOR 33 YEARS 
THROUGH THE VIGILANCE 

OF COMPETENT 
LABORATORY RESEARCH tind yGO 


THE RESULT... 


Superior, Uniform Lubricating 
Greases . . . scientifically tested 
in our laboratory... closely 
controlled in production... 
effectively proved in field 


service. 





THE ASTM PENETROMETER AND GREASE WORKER are i 
used by the control chemist to determine the consistency and the 
NLGI Grade of Lubricants. It is one of the many tests in our 
control laboratory that assure you a consistent and uniform 
Lubricating Grease according to NLGI Specifications. 











write US ABOUT Your p, Pe 
LUBRICATING GREASE pp “ULap 


OR ADDITIONAL INFORyy oo 
Se BATTENFELD 
LUBRICATION PRogie 
OF ACUSTOMER GREASE & OIL CORPORATION 


3148 ROANOKE ROAD 
KANSAS CITY, MISSOURI 


Minneapolis, Minn. N. Tonawanda, N.Y. 





MANUFACTURING EXCLUSIVELY FOR 


REFINERS — COMPOUNDERS — JOBBERS " Rysd 9a Joa ng” 
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fe AUTOMATIC SHUT-OFF 


Bee |S RELIABLE © DURABLE um 
: SAFE*MAINTENANCE-FREE JiiG 


Daily, more and more Service Stations are 
adopting this fully proved, well established 
OPW AUTOMATIC SHUT-OFF NOZZLE 
as a necessary pump fixture. 
Operators like these features: 
Positive shut-off! Nozzle operates at a trick- 
ling 214 GPM to 12 GPM capacity. No over- 
flow at top discharge. Eliminates hazards, fen- 
der smudge, product loss and erosion of sur- 
facing materials. 
The OPW 1811 Nozzle is lighter! Sand-cast 
of OPALUMIN (as strong as bronze, only 
one-third the weight). Withstands normal 
dropping and abuses. 
The stainless steel automatic mechanism needs 
no lubrication. It’s permanently packed and 
cannot be tampered with. 
- Any inexperienced operator can use this mod- 
e Cc o R P ORATI o N ern “smooth” designed OPW AUTOMATIC 
i at kt oa ew | tour ontivngas SHUT-OFF NOZZLE. 
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COMING MEETINGS 


MARCH 


American Society for Testing Materials, spring 
meeting and committee week, Detroit, March 
2-6. . 

Illinois Petroleum Marketers Assn., Hotel Sher- 
man, Chicago, March 10-12. 

Ohio Petroleum Marketers Assn., annua! con- 
vention and marketing exposition, Deshler- 
Wallick Hotel, Columbus, Ohio, March 17-19. 

Texas Oil Jobbers Assn., annual convention and 
exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 

Western Petroleum Refiners Assn., annual 
meeting, Plaza Hotel, San Antonio, Texas, 
March 23-25. 

National Oil Jobbers Council, Jefferson Davis 
Hotei, Montgomery, Ala., March 26-28. 
Association of Eastern Petroleum Credit Man- 
agers, annual conference, Claridge Hotel, 

Atlantic City, March 29-April 1. 





APRIL 


American Society of Lubrication Engineers 
Sth annual meeting, Hotel Statler, Boston 
April 13-15. 

Indiana Independent Petroleum Assn., spring 
convention, Hotel McCurdy, Evansville, Ind., 
April 15-16. 

National Petroleum Assn., Cleveland, Ohio, 
April 15-17. 

National Tank Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fla., April 16-19. 

American Petroleum Institute, Division of 
Transportation, products pipeline conference, 
Hotel Muehlebach, Kansas City, Mo., April 
20-22. 

Oil-Heat Institute of America, annual con- 
vention, Edgewater Beach Hotel, Chicago, 
April 20-22. 

Michigan Petroleum Assn., annual spring con- 
vention, Detroit Leland Hotel, Detroit, April 
21-22. 

Independent Petroleum Assn. of America, Jef- 
ferson Hotel, St. Louis, Mo., April 27-28. 


MAY 


Liquefied Petroleum Gas Assn., Conrad Hilton 
Hotel, Chicago, May 3-6. 

American Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 

Pennsylvania Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

American Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 

American Petroleum Institute, Division of Re- 
fining, midyear meeting, Hotel Commodore, 
New York, May 11-14. 

International Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

Empire State Petroleum Assn., Inc., annua! 
meeting, Hotel Roosevelt, New York, May 
17-19. 

National Fire Protection Assn., annua! meet- 
ing, Palmer House, Chicago, May 18-22. 
Virginia Petroleum Jobbers Assn., spring meet- 
ing, John Marshal] Hotel, Richmond, Va., 

May 21. 

Independent Oil Men’s Assn, of New England, 
annua! convention, Statler Hotel, Boston, 
May 22. 

Virginia Oil Men’s Assn., spring meeting, John 
Marshall Hotel, Richmond, Va., May 22. 
North Carolina Oil Jobbers Assn., annual 
spring convention, the Carolina, Pinehurst, 

N. C., May 27-29. 


JUNE 
American Assn, of Battery Manufacturers, 


Chateau Frontenac, Quebec City, Que., June 
1-3. 
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4 Grease Jobs / 
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INLUCITE 21 


Pays off 2 Ways 


Cuts inventory, man hours 
and product cost 
Boosts total grease jobs 











INLUCITE 21 is paying off for more and 
more oil companies because it is superior to 
every specialized grease it replaces. 
Company after company has had the same 
happy experience. They have dropped cup, 
water pump, chassis, wheel bearing, uni- 
versal joint, and other single-use lubricants 
from their inventory ...speeded up their 
service ...eliminated costly mistakes... 
multiplied profits. 
Field studies by one oil company show sub- 
stantial savings in man hours and product 
cost plus a boost in gross profits of 85% 
when one multi-purpose grease replaced four 
different greases. Furthermore, total grease 
jobs in the period jumped 39% . 

Write for full details 


INTERNATIONAL LUBRICANT 


CORPORATION 


New Orleans, Louisiana 
Manufacturers of Quality Lubricants 
AVIATION + INDUSTRIAL * AUTOMOTIVE » MARINE 


With Research Comes Quality .. . With Quality Comes Leadership 
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Behind Our Headlines 


Sam Wilkes, the Hartford, Conn., jobber whose operations 
are featured in this week’s NPN, is an outstanding example of 
an Independent marketer getting ahead through the application 
of sound business principles plus a mixture of ingenuity, a de- 
sire to progress and just plain hard work. 

Started out as a one-truck peddler in Springfield, Mass., 
later became a Richfield distributor there, and less than a couple 
of handful of years ago bought out Hygrade Oil Co., who was 
a Richfield jobber in Hartford. Today he is one of the country’s 
largest jobbers, with an annual volume of around 40 million 
gallons. 

Sam likes especially to tell of the incident that get him 
really going in a big way. Seems he billed a heating oil cus- 
tomer only $17.25 or so after personally answering a hurry 
up call one week-end and entering that customer's flooded base- 
ment to get at and eliminate the source of the water that had 
quenched his burner. The customer, who happened to be an 
important executive of one of Hartford’s biggest firms; was so 
impressed at getting this kind of service for so low a price 
that not only did he transfer all his company’s business to Sam 
but also practically ordered all company officials to buy their 
oil from Crown Petroleum. 


Reports reaching us from our Circulation Department are 
increasingly a source of satisfaction and of inspiration to the 
editorial staff of NPN. 

Only the other day, for example, there came the informa- 
tion about the division manager for a major company in a mid- 
western state sending in his personal check for a year’s sub- 
scription to NPN—and enclosing with it the personal checks of 
13 other divisional employes, each likewise in an amount that 
insures receipt by each of them over the period of the next 12 
months of 52 issues of NPN. 


Then there is the report of the results of a check of our 
subscription records, showing that something over 99% of the 
more than 6,000 Independent marketer subscribers to NPN (out 
of a total net paid circulation now in excess of 14,000) either 
pay for their subscriptions personally—out of their own pockets 
—or get NPN via a subscription paid for by their own Independ- 
ent company. 

This last is something we consider especially significant, 
as well as genuinely gratifying. We think it demonstrates an 
extremely high degree of interest on the part of Independent 
oil marketers generally in keeping abreast through NPN— 
where else?—of all developments affecting their business and 
of gearing or adjusting their own operations to those devel- 


opments. 
BUSINESS STAFF Other 
CLEVELAND Platt Petroleum Publications 
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WILLIAM J. PARKIN Soles Manager Petroleum Processing 
Circulation Manager 
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Sbalional presents the first and only 
_ [IVE KEYBOARD 


rokeket late Maalo(aalial= 
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to use motor bar... 


Saves up to 50% hand motion! 


Now—for the first time—you can add and list without 
depressing a motor bar! On this remarkable National 
every amount key is its own motor bar, because every 
key is electrified! 

Simply press the keys you want to add—the machine 
does it instantly! Your hand need never leave the “Live” 
Keyboard when adding amounts. You save up to 50% 
hand motion, 

National’s “feather-touch” action makes it easier than 
ever to press two or more keys at once—more time- 
saving! All ciphers print automatically—still more time 
saved! Operators love it—they do their work with so 
much less time and effort. 

Printed words cannot explain all the advantages of 
this “Live” Keyboard. See a demonstration today ! 


“Live” Keyboard is 
combined with 8 other 
time-saving features 
found only on National: 
Automatic Clear Signal ® Sub- 
tractions in red @ Automatic 
Credit Balance @ Automatic 
space-up of tape when total 
prints @ Large Answer Dials 
@ Easy-touch Key Action ® 
Full-Visible Keyboard ® 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, vavron 9, on10 


For demonstration phone the nearest 


National office 
wha 


NATIONAI 


or National dealer. 


7) bd 


Pf 


PETROLEUM NEWS 














* 
= 


_ETIa 








AHEAD OF THE NEWS 





FARM PRICE BREAKDOWN—An alarming new 
breakdown in consumer tank wagon prices to farmers 
is developing in many parts of the Midwest and 
threatens to spread rapidly during the next few weeks 
when the spring rush of deliveries develops and com- 
petition for farm business becomes keener. The con- 
sumer tank wagon price broke down last summer 
and fall but was restored generally in December when 
Indiana Standard moved its depressed prices upward. 
Most other marketers followed Standard’s lead and 
for a few months the farm market was stable. But 
developments of the past two or three weeks have 
raised fears that within a short while, the consumer 
tank wagon price may become a thing of the past. 


DANGEROUS PRACTICE—The injection of air pres- 
sure in antifreeze drums for dispensing purposes at 
service stations is not only illegal in a number of 
states but also is an extremely dangerous practice. 
A steel drum is built to withstand only the pressure 
of its contents plus a reasonable safety factor. Drums 
also take a beating in shipping so the application of 
even a small amount of extra pressure can prove 
disastrous. In one state at least three men at sta- 
tions reportedly have been killed by the explosion 
of antifreeze drums during the injection of air. The 
correct procedure is to use a small hand-operated 
drum pump, as many states also forbid the dispensing 
of alcohol by gravity flow through a drum spigot. 


OIL AGENCY—Interior Department’s Oil and Gas 
Division, that is due to be revitalized once PAD 
fades from the picture, is certain to be a larger and 
more significant office than it was prior to the de- 
fense mobilization program. Top PAD officials claim 
to*have no firm ideas on the score but there is some 
talk of a reconstituted OGD about “five or 10 times 
greater” than before to help handle such critical 
chores as aviation gasoline and oil exports. 


PLASTIC DIDN’T WORK—An experiment in Los An- 
geles to use a coating of colored plastic over black- 
top at a service station didn’t work out. The sur- 
face proved too slippery and was adjudged dangerous 
in wet weather. A company tried it three weeks, then 
had it ploughed under. Idea wassthat it would be 
easy to keep clean and would add color. Company 
official commented that cleaning blacktop is no par- 
ticular problem, and he doubted the color was worth 
the added cost ($600). 
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ANTIFREEZE SAVERS—Although both antifreeze 
manufacturers and oil marketing promotion men have 
tried to tell service station operators that car owners 
invite corrosion trouble by attempting to save and 
re-use antifreeze a second season, it may be that 
some dealers are unconvinced. At least a manufac- 
turer of plastic containers has designed one especially 
for service station dealers to sell to those customers 
who want to save their antifreeze. It’s a plastic liner 
inside a heavy carton. A part of the sales talk 
to dealers is the fact that prior to use the con- 
tainers can be stored flat in a small space. 


IMPORTS STRATEGY—Capitol Hill observers are 
looking for independent oil producers to be showing 
their hands any day now on the nature of oi! im- 
port restrictions they will press for unless the im- 
porting companies indicate a willingness to make re- 
ductions to imports the producers feel will “supple- 
ment but not supplant” domestic production. It is 
obvious the domestic producers, while they may not 
be actively supporting the coal industry’s imports 
fight, are not too unhappy about the latter’s demand 
that residual oil imports be limited to 5% of domestic 
demand. They realize this current clamor for drastic 
reductions may make congressmen more receptive to 
a program the domestic producers might suggest. 


RETAIL GASOLINE MARGIN STUDY—Gasoline re- 
tailers association in one large city has hired a CPA 
firm to prepare a cost survey to determine whether 
current dealer margins (slightly over 5c gal.) are 
sufficient for a healthy operation. Association be- 
lieves that spiraling costs since 1949, when last sur- 
vey was made, may result in upward revision for 
dealer margins under provisions of state’s “below 
cost sales act.” If survey is positive, similar studies 
are expected to be made immediately in nearby coun- 
ties and spread rapidly thereafter throughout the 
state. 


FRUITLESS WORK ?—Is it possible that the exhaus- 
tive study of the nation’s raw materials and minerals 
problems completed last year by the Paley Commis- 
sion will be blithely ignored by the 83rd Congress? Al- 
though it had been generally assumed the report 
would lay the groundwork for implementing legis- 
lation by Congress, the situation has been strangely 
quiet. In fact, when opposition was voiced on the 
Senate floor last week to continuation of the Senate 
Interior subcommittee on fuels, Committee Chairman 
Butler made no mention of “Paley” legislation. 








IT’S Heil lightweight design that permits extra gallons in the tank . . . and 
puts extra profit in your pocket. Heil’s new-style 6000-gallon lightweight 
transport weighs half a ton /ess than the previous 5750-gallon unit. It 
hauls 250 gallons more per trip. So on a one-trip-a-day schedule, in a 
year’s time you can haul 100,000 bonus gallons . . . those are the extra- 
profit gallons you need in your highly competitive business. 

Heil bonus-payload transports are weight-engineered to meet road law 
limitations. They’re designed for even greater structural strength than 
former Heil models, which already led the field in stamina. Static and 
dynamic strain gauge tests prove this new Heil design has stress levels 
indicating amazing endurance. On the basis of long service life and free- 
dom from maintenance, as well as greater payload on every trip, Heil 


construction pays off when you balance profit against long term 


investment. 
Get the full story on a// the lightweight, rugged construc- 
tion features of Heil petroleum transports. Write today 
for details. 














LEADERSHIP 


FIFTY-TWO 


1. Vaporproof rigid metal wiring con- 
duit and air lines lead from junction 
box (4) along inside of catwalk flash- 
ing and down through large diameter 
drain tubes to vaporproof light boxes. 
With air and electric lines at the top 
of the tank rather than underneath, 
they cannot be fouled or damaged by 
mud, snow, ice or road gravel. 


2. Heil triple-dished heads, strongest 
ever developed, have three deep- 
dished contours separated by integral- 
ly formed straight-edge surfaces to 
which closed box-section reinforcing 
channels are welded. Heads are dished 


TANK 


FOR 


YEARS 








and flanged in one operation by a 
Heil-built hydraulic press to assure 
precise uniformity. 


3. Marteole covers are lightweight, 
non-breakable pressed steel, equipped 
with 10-inch hinged filler caps, vents, 
and all necessary safety features plus 
a highly desirable self-locking latch. 
Cover is attached to manhole ring with 
non-sparking brass wing nuts. 


4. Combination junction and fuse box 
conveniently located at top of front 
head, eliminates possibility of fouling 
lines. 


5. Smooth outer shell with no unsight- 
ly tie bands. Uniformity in die-pressed 
heads assures perfect fit and a straight, 
true, lead-free tank. 


6. Large, fast-flow manifold is the 
common-header type. All piping is 
rugged thin wall steel tubing with wide 
radius bends for unrestricted flow. 


7. Emergency valves in each compart- 
ment meet all 1.C.C. requirements. 
Individual cable controls are front and 
side of tank. Fusible plugs in top of 
tank are located directly over emer- 
gency valves. 





THe HEIL co. 


3037 WEST MONTANA STREET 
MILWAUKEE 1, WISCONSIN 


DEPT. 3723 
FACTORIES: MILWAUKEE, WIS. — HILLSIDE, N. J. 





Sales Offices: New York, Hillside, Washington, D. C., Atlanta, Cleveland, 
Milwaukee, Detroit, Chicago, Kansas City, Denver, Dallas, Los Angeles, 
Seattie; Rio de Janeiro, Brazil. 











FILL CAPS 


McDonald offers 
fill caps to meet 
every require- 
ment, each well 
designed, and 
strongly made 
with efficient fa- 
cilities for locking. 











A type and size 
exactly suited to 
your needs, all re- 
flecting McDonald’s 
long experience and 
embodying _ special 
features that add to 
service value. 


é Good fittings give better service. Good fittings last 
longer. Good fittings plug the profit leaks caused 
by slow, antiquated or defective fittings. When you 

specify McDonald Fiftings, you know they're good because McDonald’s 94-year reputation is 
founded on quality manufacture. As part of your 1950 plans, write for folder on McDonald Vertical check valves, angle 
Service Station Equipment. : 
A. Y. ,MEDONALD MFG. CO. check valves, single and 
The Home of the oe Joint double poppet check valves 


Dubuque, lowa ; . 
There's a McDonald Branch or Distributor Near You —a complete line with ex- 
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WASHINGTON 





Rep. Wolverton’s Warm Praise of PAD 
Comes as a Surprise to Oil Industry 


By Andrew R. Patla, Washington Editor 


The oil indus- 

try should not 

overlook the glowing praise heaped 

on PAD last week by Rep. Charles 

Wolverton (R., N. J.), chairman of 

the House Commerce Committee, 

when he cited the fine manner in 

which oil men have carried out their 
defense roles. 

Coming from another source, such 
words might be dismissed lightly. 
But for Mr. Wolverton to welcome 
oi] men with open arms is something 
unique. He always has viewed the 
industry with a wary eye and con- 
stantly poses the question of why 
competing service stations should 
charge identical prices, 

It is hoped this newly-displayed 
attitude means that he is not going 
to start trouble with oil just for 
the sake of keeping busy. 

In fact, Mr. Wolverton very well 
could have slanted into the “cartel” 
case when his committee was hear- 
ing testimony from PAD on the 
operations of its foreign supply agree- 
ment. But instead, Mr. Wolverton 
took PAD at its word and had some 
very bitter words to say about for- 
mer Attorney General McGranery 
for withdrawing Justice Department 
approval of the arrangement. 

Mr. Wolverton also displayed a 
changed attitude over PAD’s order 
regulating the use of tetraethyl lead 
in aviation gasoline. The committee 
accepted without comment PAD’s 
prediction that the order would have 
to be continued for some time. Just 
about one year ago, however, Mr. 
Wolverton raked PAD for issuing the 
order, implying it was a factor in 
airplane crashes. 

If this apparent mellowness is for 
real, it certainly won’t be bad news 
to oil industry representatives who 
have been apprehensive ‘as to what 
Mr. Wolverton may have in mind. 


* * * 


The “tidelands” hearings being held 
by a House Judiciary subcommittee 
haven't had a chance to work up a 
full head of steam yet, but they have 
given newly-installed Attorney Gen- 
eral Herbert Brownell a chance to 
demonstrate that he promises to be 
an efficient workman and one not 
easily rattled. This latter attribute 
ean be especially cherished in a town 
where solid citizens with perfectly 
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spotless records just seem to fall 


apart at the seams and appear like | 
incompetents when sub- | 


fumbling 
jected to congressional fire. 


A vigorous appearing individual | 


just approaching middle age—but 
with a pronounced receding hairline, 
Mr. Brownell refused to be pressured 


into any statement on the issues in | 


the “tidelands” controversy, pointing 
out that his one month in office and 
the brief notice to testify really had 
not put him in position to take a 
firm stand on various bills proposed. 


His one positive action has been a | 


legal finding that Mr. Truman's order 
of last month did not make the 
“tidelands” a Naval oil reserve. 


He lost no time in putting a dam- | 


per on Rep. Emmanuel Celler (D., 
N. Y.), who thought Mr. Brownell’s 


decision might have been “hasty.” | 


Mr. Celler was politely but firmly in- 
formed that the ruling was studied 
and supported by Justice Department 


“Career attorneys’’—virtually all of | 


whom, was the implication, were 
hired by the Truman Administration. 


Yes, it looks as though Mr. Brow- | 


nell is going to do all right in the 
big leagues. 


* * ” 


The remark of the week came 
from Senator Millikin (R., Colo.) at 
the “tidelands” hearings being con- 
ducted by a Senate Interior sub- 
committee: 

“I predict that when all this comes 


out, nobody will pay any attention to 


ag 

His statement was appreciated and 
drew widespread laughter at the 
public session,from an audience which 
generally regards the issue as pretty 
well cut and dried. Also, the sub- 
committee chairman, Senator Cordon 
(R., Ore.), practically said as much 


himself when the hearings were con- | 
vened, pointing out that all this | 


had been said before, time and time 


again, and the hearings would be | 


limited to whatever new and supple- 


menting facts might be forthcom- 


ing. 


siders further hearings useless. How- 
ever, they promise to drag on in 


both houses of Congress. Some of | 


these people just can’t be shut up— 


including, strangely, some congress- | 


men, 





In fact, just about everybody con- 





NPN 
Spring Lube Sales 
BOOSTERS! 


Lube facts—not company or prod- 
uct identified promotion literature 
—prepared for the marketer, to be 
given by the dealer to the motorist! 
Powerful sales ammunition aimed 
to increase lube sales profits. These 
leaflets and pamphiets provide 
sales punch at the pump island— 
recommended as pass-out literature 
at county fairs, petroleum displays 
and direct mail lube sales pro- 
grams. Space provided for dealer 
hand-stamp or dealer imprint. 


MOTORIST PROMOTION 


Four individua] four-page leaflets, 
5% x 8%”—one part handed out 
at the pump island every week or 
ten days to every motorist. 


Part |: How Motor Oil Keeps Engines 


Young 
Part Il: When Motor Oil Gets Dirty— 
it Needs a Change 
Part tll: Why Cars Need Lubrication 
Part IV: tt Costs Less To Buy More Oil 
OlL—YOUR CAR AND YOU (Pamphiet) 
The above four articles in 16- 
page, pocket-size, pamphlet pro- 
vides powerful sales push for con- 
centrated lube sales programs. 


SALES TRAINING HELPS 


“Lubrication Sales Boosters” — 
each of the four Parts, described 
above, are available in regular re- 
print size, 8% x 11”, three-hole 
punch for standard notebook. 

“Lubrication Can Be Sold”—8-page 
reprint from NPN, 8% x 11”, writ- 
ten specifically for jobbers, service 
station operators, and sales clinics. 


“1000-Mile Oil Change Is a Must” 
—reprinted from NPN, six page, 
8% x 11” size, laboratory report 
by W. F. Weiland, Professor of 
Mechanical Engineering at the 
University of Nebraska . . . reports 
the results of experiments on lube 
stability vs. corrosion which proved 
that a 1000-mile oil change pre- 
vents excessive engine wear. 


HOW TO ORDER 

Send your request on regular com- 
pany letterhead. Shipping and bill- 
ing will be completed within one 
week. Minimum order: $1.00. 


lube Sales Boosters—Part |, Part Ii, 
Part Ill, Part IV 
Leaflets: 100: $2.50 
1000: $20.00 
Pamphlets: 100: 8.00 
1000: . 


8%x11” Reprint 100: 
000: 


8% x 11” reprint 
Single copies: 25c 


“1000-Mile Oil Change Is A Must""— 


6-page reprint 
Single copies: 25c 100: $5.00 
1000: $25.00 
Order from the Reprint Dept. 
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1213 West Third St., Cleveland 14, Ohio 
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JESS KNOWLES 


Vice-President in Charge of Sales Says: 
“Before you sign up for any franchise, 

make us prove that Skelly does more 

to make MORE MONEY FOR YOU!” 


“It’s no mere coincidence that you find 
so many prosperous businessmen oper- 
ating under the big red, white and blue 
sign of Skelly Service. Their success is 
firmly based on the simple facts of the 
Skelly Franchise. 


“First and foremost, the Skelly Fran- 
chise gives you products long known for 
high quality. Customers have confidence 
in Skelly petroleum products—confi- 
dence backed by the oldest and strong- 
est money-back guarantee in the indus- 
try. 

“Dependability of supply is more 
than a slogan with Skelly. Why? Be- 
cause this major oil company produces, 
refines and distributes all of the petro- 
leum products we sell. Add to this fact 
the year-after-year power of Skelly ad- 
vertising and promotion—and you get 
some idea of what Skelly does to put 
more traffic on Skelly Oil Dealers’ 
driveways!” 


Write for the 


SKELLY PROFIT SHOWDOWN! 
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Dick Kerr 


Soles Manager 
Retail Division 
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Dan A. Breen 


Sales Manager 
Wholesale Division 


Don Barton 
Director, Sales Promoti 
and Advertising 








SKELLY’S PROOF OF PROFITS STARTS HERE: 


6 Ways Skelly Builds Brand Preference that Builds Skelly Dealers’ Business 


Network Radio: Featuring Alex Dreier, noted 
news analyst, plus strong selling commercials 
reaching over 9,000,000 homes per day! 

Big Newspaper Advertising: Hitting with big 
selling impact in 40 key marketing areas where 
Skelly products are sold! 


Vital Farm Coverage: Selling this rich market 
with a full schedule of advertising in all leading 
farm papers. 


Money-Back Guarantee:Skelly’s simple 
money-back guarantee has stood the test of 
more than 33 years! 


Powerful Promotions When it comes to pro- 
motions that make consumers act — Skelly’s got 
it! 

Smash-Hit Station Displays:One look tells 


you that Skelly has what it takes to put you in 
business. 








Fees ee eee SSS 2282222, 


SKELLY OIL COMPANY 


Marketing Headquarters: KANSAS CITY, MISSOURI 
sib taacis Gig taaee aunt CHICAGO * MINNEAPOLIS - OMAHA * DENVER * DALLAS 


THE FRANCHISE WITH A FUTURE! 
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goons Miles-Ahead ue for Skelly Oil Dealers! 


Following a long list of Skelly “firsts,’ New Skelly Supreme Motor 
Oil gives Skelly dealers and jobbers another outstanding product ad- 
vantage over competition. Developed after years of research to meet 
the needs of modern high-compression engines, New Skelly Supreme 
has the highest viscosity index of any motor oil sold in the Midwest. 
Tops, too, in detergent-dispersive qualities—exceeds specifications of 
leading motor car manufacturers! 
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SUPPLY AND DEMAND 











Refinery Crude Runs Top 7,000,000 b/d; 
Texas Cuts Allowable, Calls Stocks High 


Two developments stood out in the 
U. S. petroleum supply and demand 
picture last week. 

Average crude runs to stills at 
the nation’s refineries in the week 
ended Feb. 14 were above the 7,000,- 
000 b/d rate for the first time in 
five weeks. At 7,017,000 b/d, they 
were only 204,000 b/d under the 
record set in the week ended Jan. 3. 


Texas reduced its crude oil allow- 
able 118,405 b/d for March to 3,118,- 
751 b/d. Chairman Ernest O. Thomp- 
son of the Texas Railroad Commis- 
sion asserted that U. S. crude oil 
and products stocks are sufficient for 
every need and that “we will be up 
to our necks in gasoline” unless the 
current trend changes. He said Texas 
felt compelled to limit production “so 
we won't have to cut too drastically 
next month.” 


Producers Disappointed—Bryan W. 
Payne, president of the Texas Inde- 
pendent Producers & Royalty Owners 
Assn, expressed disappointment that 
importing oil companies represented 
at the Texas proration hearing in 
Austin did not volunteer to make any 
reduction in the amount of imports 
planned for 1953 in view of the fact 
that domestic producers are being 
forced to cut back their production. 
Mr. Payne said that in his opinion 
imports should be cut by 250,000 
b/d. He asserted that his group 
would take all possible steps to bring 
about this result. 


Only testimony at the hearing deal- 
ing directly with imports came from 
officials of Socony-Vacuum and 
Standard Oil of California. They were 
called as witnesses by Alvin Lane, 
attorney for the West Coast Pipe 
Line Co., which is seeking to build 
a pipe line from West Texas to de- 
liver crude oil to the Los Angeles 
Basin, which long has had a short- 
age of crude. 


Mr, Lane questioned F. W. Bart- 
lett, Socony director, and Austin 
Cadle, Standard of California econo- 
mist, regarding plans to serve West 
Coast markets with Canadian crude, 
rather than buying from West Texas. 
Socony’s affiliate, General Petroleum, 
is building a 35,000 b/d refinery at 
Ferndale, Wash., which will process 
Alberta crude oil, transmitted by 
Trans Mountain pipe line. 

Mr, Cadle said that the 120,000 
b/d Trans Mountain line from Alberta 
to British Columbia and Washington 
will begin operating ‘in about six 
months, which is ahead of schedule. 
Domestic West Coast supplies are in- 
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adequate and are being supplemented 
by imports which Mr. Cadle called 
“highly uneconomic.” The commis- 
sion was told that transportation 
costs 89c per bbl. to deliver South 
American oil to California, 

Mr. Cadle said that Canada can 
now produce 300,000 b/d with pros- 
pects of future surplus based on ex- 
ploration. 

“It’s hardly a gamble,” Mr. Cadle 
said of his company’s plan to rely on 
Canadian rather than West Texas 
sources. 

Both Mr. Cadle and Mr. Bartlett 
expressed the opinion that other mar- 
kets will need all crude produced in 
the U. S, Mid-Continent area, includ- 
ing West Texas. 

“We have to look many years into 
the future,” Mr. Bartlett said. 


Commissioner William J. Murray, 
Jr., asked Mr. Bartlett what would 
happen to imports if the U. S. mar- 
ket demand declined instead of in- 
creased. Most companies predicted 
an increase of 4-7% this year. 

Mr. Bartlett said it would call for 
“review of situation” including drill- 
ing schedules as well as market de- 
mand, 

“Our country is more thoroughly 
explored than any other,” said Mr. 
Bartlett. “After all, there must be a 
limit to the amount of oil present be- 
low the (earth’s) surface. When we 
plan to use Canadian oil, we assume 
the West Coast can’t supply its own 
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ended Feb. 14 averaged;6,544,;500 b/d, 
up 22,650 b/d from the previous week. 

API statistics (see summary table 
on this page) also showed that re- 
finery production of all major prod- 
ucts except residual fuel oil rose in 
the week ended Feb. 14. 


Withdrawals of kerosine and dis- 
tillate fuel oil from primary storage 
totaled 3,667,000 bbls. in the week 
ended Feb. 14, as compared with 4,- 
980,000 bbls. in the preceding week. 
Distillate stocks rose to 74,978,000 
bbls., as against 62,191,000 bbls. in 
the week ended Feb, 16, 1952. 


Gasoline Consumpticn—The API re- 
ported the November, 1952, gasoline 
consumption estimates for 35 states 
and the District of Columbia as fol- 
lows (in thousands of gallons, with 
comparative figures. for November, 
1951, and per cent of change): 


Nov. Nov. % 

1952 1951 Change 
i SP ererirer es 24,668 22,723 + 8.6 
Arkansas 35,021 33,874 + 3.4 
California ....... 362,354 370,704 — 2.3 
Colorado --+.. 936,861 37,031 — 0.5 
Connecticut ...... 46,110 43,439 + 6.1 
Dist. of Columbia 16,421 17,030 - 3.6 
ae 4,444 69,061 + 7.8 
SD ac lhcavenbs 16,395 15,804 + 3.7 
Illinois .......... 187,562 180,195 + 4. 
Indiana «see 108,471 99,676 + 8. 
BOWE. co ncscciccect. Skemme 78,765 8. 
Kansas ...... . 56,396 58,840 4. 
Kentucky ... §1,111 50,471 + 1. 
Louisiana ........ 53,018 51,858 2. 
Michigan ........ 167,191 160,052 + 4. 
Minnesota ....... 71,080 66,995 6. 
Nebraska ........ 36,280 39,487 - 8. 
Nevada ....... . 7,270 6,965 + 4. 
New Hampshire .. 11,139 10,157 9. 
New Jersey ...... 117,968 111,095 + 6. 
New York ....... 229,862 216,671 + 6. 
North Carolina .. 83,633 85,857 2. 
North Dakota .. 16,900 16,508 + 2. 
Ohio ..........-. 198,455 180,010 + 10. 
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4 Oregon ...-++-++- 43,443 41,444 4 
needs and that Mid-Continent oil Pennsylvania iS 197,533 16,008 : 
2 88 5, 
will be needed elsewhere. We could — ce Sete a9 168 18 
be wrong. Tennessee 66,605 60.641 + 9. 
Developing Canadian supplies, he fan’. Te sTr | 18,668 1 
added, would be safer for national de- Vermont 033 ame + 13. 
fense than depending on imports from = West Virginia... 34,171 32.296 + 5. 
overseas. Wisconsin 77,035 78,001 1 
Wyoming .... 10,276 _ + 9. 
Crude Output Up—Crude oil and bof et Cause 
condensate production in the week Oklahoma ....... 66,304 68,012 2.5 
Summary of API Report on Refining Operations 
(U. S. totals—B. of M. basis) 
Week Week Increase 
Ended Ended or 
Production Feb. 14 Feb. 7 Decrease 
(figures in bbls.) 
Crude runs—daily avg. 7,017,000 6,834,000 + 183,000 
Foreign crude included 547,000 557,000 — 10,000 
Percent operated 94.7 92.2 + 2.5 
Gasoline 23,552,000 23,232,000 + 320,000 
Kerosine 2,708,000 2,684,000 + 24,000 
Distillate fuel oil 10,582,000 10,178,000 + 404,000 
Residual fuel oil 8,773,000 8,808,000 — 35,000 
Stocks 
Finished & unfinished gasoline 154,469,000 152,493,000 + 1,976,000 
Kerosifie ... 2... ..¢. . 21,815,000 22,308,000 — 493, 
Distillate fue] oil .. . 74,978,000 78,152,000 — 3,174,000 
Residual fuel oil 45,954,000 45,807,000 + 147,000 
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Modern equipment like these drying ovens helps Continental lithographers do a superior job 


pil MARKS ONE OF THE REASONS WHY 


CONTINENTAL LITHOGRAPHY IS TOPS! 


It’s a fact that Continental is one of the 
few steel container manufacturers that 
also make tin cans. And for many years 
we've been “decorating” a goodly percent- 


The next time you need steel containers 
for bulk products—and want them to be 
as handsome as they are sturdy—why not 
call on Continental. Let us show you how 


age of both. 


What does this mean to you? Simply that 
we have an experience in lithographing- 
on-metal that’s hard to equal. Our volume 
production of lithographed containers en- 
ables us to employ top notch craftsmen. 
And we provide them with the most mod- 
ern photographic apparatus, presses and 


our Tailor-Made Service can exactly fit 
other equipment. 


your needs, 


ia, -_ 


CONTINENTAL CAN COMPANY 


€ 


Continental Can Building, 100 E. 42nd Street, New York 17, N. Y. 


EASTERN DIVISION CENTRAL DIVISION 
100 E. 42nd St., New York 17 135 So. Le Salle St., Chicago 3 





PACIFIC DIVISION 
Russ Building, San Francisco 4 
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In 5 great markets General American offers 
you complete bulk liquid storage terminal facil- 
ities with no capital investment on your part. 
You use modern facilities, pipelines, manifolds, 
blending equipment. 


You have complete privacy. 


All methods of bulk liquid transportation 
available. 


At the Ports of New York and New Orleans 
there is high-speed canning, drumming and 
barrelling equipment— yours to use. 


use General American’s"for lease”’ 
facilities at Houston 


Houston is recognized as the petro-chemical mar- 
keting center in Texas. Via tanker alone it handles 
484.9 million Ib. of bulk liquids every month. 








TANK STORAGE 
re TERMINALS 


te dependability, see GENERAL AMERICAN in Important Marketing Centers 
J 








® Port of New York (Carteret, N. J.) *® Houston 
© Port of New Orleans (Goodhope, La.) *® Corpus Christi 
* Chicago 


GENERAL AMERICAN TANK STORAGE TERMINALS a division of General American Transportation Corporation 
135 South La Salle Street, Chicago 90, Illinois 
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Probers Examine World Oil Conditions 
And Come Up with Praise for Industry 


NPN News Bureau 
WASHINGTON—The oil industry 
came through its first major hear- 
ings in the 83rd Congress this week 
with praise for its record under the 
fast-fading economic _ stabilization 
program. 


For three days, the House Inter- 
state and Foreign Commerce Commit- 
tee gathered testimony from the Pe- 
troleum Administration for Defense, 
the Interior Department’s Oil and 
Gas Division, the Bureau of Mines 
and the Mutual Security Agency on 
world-wide petroleum supply condi- 
tions and prospects. 


From the: sessions emerged this 
general picture: 


1. Despite a shortage of materials 
and other handicaps, including in- 
flexible price control conditions, the 
industry forged ahead on an ex- 
panded drilling program and increased 
U. S. refinery capacity from 6,964,000 
b/d in 1950 to 7,771,000 b/d at the 
end. of 1952. There are abundant 
oil supplies in the U. S. 


2. Some price increases for pe- 
troleum products are inevitable in 
areas where short supplies or rising 
production costs demand it, despite 
the fact that the industry’s tech- 
nological improvements have kept 
product prices lower, percentage-wise, 
than any other major consumer com- 
modity. 


Committee Chairman Wolverton 
(R., N. J.), who does not hesitate 
to criticize where he believes criticism 
is due, and other committee members 
complimented the industry and PAD 
for the job they have done during 
the mobilization period. Mr. Wolver- 
ton said the industry is well-known 
for its accomplishments “in peace and 
war.” 


He cited PAD as an example of 
“how well, how efficiently” govern- 
ment affairs can be handled when 
businessmen are willing to step into 
government posts. PAD witnesses 
were praised for their clarity of testi- 
mony and “for knowing what you are 
doing.” 


But the hearings were not all 
sweetness-and-light. Mr, Wolverton 
suggested that the industry’s pricing 
system, which he pointed out results 
in identical prices at the pump in any 
given area, is “something some agen- 
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cy in the government should give its 
attention to.” 


Mr. Wolverton observed that com- 
peting companies follow price leaders, 
although at “different times, different 
companies lead the parade.” 


PAD General Counsel William Si- 
mon said that the Justice Depart- 
ment’s Antitrust Division is the prop- 
er agency with which to lodge com- 
plaints of price-fixing or conspiracy 
when Mr. Wolverton asked where the 
consumer can go if he suspects an 
“arrangement,” 


Seeks Price Fixing—And, through- 
out the hearings, Representative 
Heselton (R., Mass.) attempted to tie 
state proration conservation laws in 
with market prices. He made no 
specific allegations but, through ques- 
tioning, attempted to bring out that 
the fixing of state production allow- 
ables does, in effect, establish oil 
prices. 


Deputy PAD J. Ed Warren and 





‘Squeeze’ Inquiry Seen 


NPN News Bureau 
WASHINGTON—The Senate 
Small Business Committee has 
decided to continue its “study” 
of West Coast “squeeze out” 
complaints by Independent pe- 
troleum marketers but no de- 
cision has been made on hear- 
ings. 

The committee has yet to 
name subcommittees for this 
session of Congress but prob- 
ably will do so next week. 

The “squeeze out” probe by 
the committee has been virtual- 
ly suspended since last fall. A 
committee source said: 

“If the information and evi- 
dence proves out, we will have 
hearings.” 

Whether hearings are held on 
the West Coast or in Washing- 
ton may depend on whether 
senators are free to make the 
trip. Complaints have been re- 
ceived from marketers in Ore- 
gon, Washington, Nevada and 
California that majors have re- 
fused to sell them sufficient 
supplies, thereby forcing some 
Independents out of business. 











other PAD officials conceded that 
“supply affects price’ but added, “if 
supplies are brought in in such an 
amount that the over-all energy of 
the industry is reduced, then prices 
will be higher. With the tremendous 
consumption in the U. S. today, there 
is need for some stabilizing influence.” 
Over-production, he stressed, would 
eventually deplete reserves and send 
prices higher. 


Here are the highlights of the 
three-day hearings: 


Prices—There is no question but 
that oil prices must rise to some ex- 
tent to balance higher production 
and refining costs. Acting Direc- 
tor H. A. Stewart of the Oil and 
Gas Division pointed out that the in- 
dustry’s technological advances have 
kept prices relatively static over a 
period of years. But he noted that 
labor, material and other expenses 
have mounted and still are rising, 
adding: 


“To ask that this technology con- 
tinue to keep prices down or to lower 
prices is, I think, asking too much,” 


Associate Deputy PAD C. E. Davis 
told the committee that oil prices 
have increased “less in percentage 
than any other type of consumer 
goods.” He said that petroleum sup- 
plies are adequate in the U. S. and 
that lifting of price controls should 
not result in any major, general price 
boost because “competition will see 
that prices remain reasonable.” 


Mr. Warren told the congressional 
group that, on an “over-all basis,” 
the country was not “generally 
helped” by controlled oil prices. He 
explained that Office of Price Stabil- 
ization policies, at various times, in- 
terfered with the movement of prod- 
ucts from areas where they were in 
over-supply to areas where short- 
ages existed. He cited the East 
Coast heating oils situation as one 
example. 


Conservation Laws —- Hammering 
continually at the effect of state 
proration laws on the oil price struc- 
ture, Mr. Heselton led up to the re- 
cent 118,405 b/d allowable cut-back 
by the Texas Railroad Commission 
and asked if it were not “peculiar” 
that production was being shut down 
in Texas-while California was short 
of supply. 

The witnesses failed to share this 
view. It was pointed out that the 
cost of transporting Texas crude to 
the West Coast is the big handicap— 
that if Texas crude could be sup- 
plied there “economically,” West 
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Coast refiners “would be glad to get 
ayy 

Mr, Stewart also told Mr. Heselton 
that the Connally Hot Oil Act, for- 
bidding the interstate transportation 
of oil produced in excess of state law 
allowables, was still vital to the en- 
forcement of state statutes even 
though conditions were much bet- 
ter now than when the act was 
passed in 1935. 


California Supply—Price boosts fol- 
lowing decontrol might bring Cali- 
fornia production up, it was testi- 
fied, but it requires up to five years 
of “lead time” for any such ex- 
pansion to be accomplished. 

Representative Hinshaw (R., Calif.) 
asked why the California shortage 
was not being filled with imports 
from the Gulf and Caribbean regions 
and was told that, while some im- 
ports from those areas are flowing 
in, the laid-down cost in California 
is too high, compared with posted 
prices there. 

It was also noted that “crude avail- 
ability in certain places does not 
mean product availability”—that Cali- 
fornia refining capacity must be 
utilized to fill West Coast demands. 

Mr. Hinshaw, however, said that 
he thought the armed services, which 
are purchasing heavily on the West 
Coast, “might very well share the 
increased prices” for products with 
West Coast civilian users. He ap- 
parently was referring to arguments 
made elsewhere that the military 
should increase Gulf purchasing even 
at higher prices. 


Iranian Resumption—J. E, Brantly, 
assistant deputy PAD for foreign 
operations, told the committee that 
the free world now has adequate 
production to meet its oil demand 
without Iranian production. 

If production should resume there, 
he continued, it will have “no effect, 
one way or the other” on the U. S. 
domestic petroleum situation but the 
resumed flow will either displace 
from the market some oil now beirg 
produced elsewhere or will be ab- 
sorbed by normal increases in de- 
mand. He said that world demand 
now is increasing normally by 400,- 
000 b/d annually, although the figure 
200,000 b/d usually is given for this 
purpose, 

The Voluntary Agreement on for- 
eign supplies between the govern- 
ment and 19 U. S. companies op- 
erating abroad was given the credit 
for making possible the filling of 
free world demand after the Abadan 
shutdown. Activity under the agree- 
ment was ended after the supply 
situation stabilized, but the Foreign 
Supply Committee set up under it 
to gather information on overseas 
supplies was continued—particularly 
for the benefit of the armed services. 

Just before he left office, the com- 
mittee was told, former Attorney 


18 


General McGranery withdrew his ap- 
proval of the agreement, resulting 
in a suspension of the committee. 
PAD General Counsel Simon testi- 
fied that the military is urging a 
settlement of the problem quickly 
and said he hopes for action soon 
from new Attorney General Brownell. 

He said that, in his opinion and 
that of the Office of Defense Mobili- 
zation and the Defense Production 
Administration, Mr. McGranery had 
exceeded his authority and had “sub- 
stituted his judgment for that of the 
President.” 

Mexican Oil—Mr. Wolverton drew 
from Mr. Brantly an agreement that 
Mexico probably has “enormous” 
untapped petroleum reserves that 
would be “more available and safer” 
for the U. S. in case of all-out war 
than reserves located overseas. 

However, Mr. Brantly told the com- 
mittee, the big difficulty is lack 
of a Mexican mining law satisfactory 
to would-be investors, He said “there 
is adequate capital that would be 
eager” to develop Mexican reserves 
under the proper conditions. 

Another suggestion—from Repre- 
sentative Hale (R., Maine)—that a 
pipe line be laid across the Gulf of 
Mexico to bring Venezuelan oil into 
the U. S. was termed “simply impos- 


sible of completion” by Mr. Stewart, 
who added, “not at that distance and 
at those depths.” 

British ‘Raiding’ — Cornelius J. 
Dwyer, Mutual Security Agency’s pe- 
troleum chief, testified “it is pos- 
sible” that the “British attempt to 
replace American company oil in 
world markets by British company 
surpluses in 1949-50 will recur—per- 
haps quite soon.” 

However, he said, machinery set 
up to solve this type of problem, 
which he attributed primarily to a 
combination of supply and balance- 
of-payment conditions, “should oper- 
ate greatly to minimize the problem 
if it does show signs of reviving.” 

He produced figures to show that 
U. S. companies have been able to 
increase their purchases of goods 
and services from the European Pay- 
ments Union area to about $275 mil- 
lion in 1952, although purchases of 
oil from British companies were less 
than originally planned because of 
the Iranian oil loss. As a result 
of this and other factors, Mr. Dwyer 
added, net dollar cost of American 
company offshore oil had dropped 
to “something in the order of 45% 
of the wholesale value of the prod- 
ucts suprilied.” 


Following MSA’s action in end- 





Defense Orders for the Oil Industry 


(Issued Feb. 17-23, inclusive) 


This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers, We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oi] upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administrati for Defense; 
ODM—Office of Defense Mobilization; DPA — 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


NPA—National Production Authority 

CMP Reg, 1, Dir. 19 as amended—Carbon 
conversion steel. 

CMP Reg. 6, Dir. 7 as amended—Carbon 
conversion steel. 

A Reg. 1, Amdt. 1—Inventory control. 

NPA Order M-45 and Sched. 10—Revocation 
-—Chemicals; Thiokol. 

DSM 1 as amended Designation of scarce 
materials and withdrawal] of previous designa- 
tion. 


ESA—Economic Stabilization Agency 

GOR 3, Rev. 1, Amdt. 2—Exemptions of 
certain rubber materials, etc. 

GOR 9, Amdts, 40 and 41—Exemptions of 
certain industrial materials and manufactured 


GOR 12, Amdts. 1 and 2—Exemptions of 
certain petroleum products. 

GOR 14, Amdt, 40—Excepted and suspended 
services, 

GOR 23, Amdt. 6—Territorial exemptions in 
Alaska, wail, Virgin Islands, Puerto Rico. 

ESA Int. 1—Questions and answers on sus- 
pension of wage and salary controls. 


What Orders Do 
National Production Authority 


CARBON CONVERSION STEEL—Dir. 19 
as amended to CMP Reg. 1, and Dir. 7 as 
amended to CMP Reg. 6—Provides procedure 
by which person with authorized construction 
schedule, or manufacturers of Class A and B 
products may obtain carbon conversion steel 
without charging authorized allotment. 

INVENTORY CONTROL—Amdt. 1 to NPA 
Reg. 1—Deletes certain items from inventory 
control—tin, lead base alloys, cans, 

SCARCE MATERIALS—DSM 1 as amended 
—Redesignates certain materials as scarce and 
withdraws tin, metal cans, collapsible tubes, 
packaging closures from scarce material list. 


Economic Stabilization Agency 


RUBBER EXEMPTIONS—Amdt, 2 to GOR 
3, Rev. 1—Exempts from price contro] sales at 
all levels of distribution of rubber raw mate- 
rials, most commodities composed of rubber, 
and various services performed in connection 
with rubber industry. Also exempts all rubber 
commodities previously suspended from price 
control. 

INDUSTRIAL MATERIALS AND MANU- 
FACTURED GOODS EXEMPTIONS — Amdats. 
40 and 41 to GOR 9—Exempts from price 
control sales of most non-ferrous metals and 
non-metallic minerals. Also exempts all indus- 
trial materials and manufactured goods pre- 
viously suspended from price controls, De- 
controls wide range of goods including some 
machinery pertaining to oil industry. 

PETROLEUM PRODUCTS—Améts. 1 and 2 
to GOR 12—Exempts from price control sales 
of petroleum products listed in CPR 13 and 
CPR 17 in all territories and possessions ex- 
cept Puerto Rico. Removes price ceilings at 
all distribution levels from. coal and other 
solid fuels from coal chemicals. 

AND SUSPENDED SERVICES 
—Amdt. 40 to GOR 14—Exempts all ware- 
housing, dock and terminal services, trans- 
portation services including rental of cars and 
other transportation equipment. 

TERRITORIAL EXEMPTIONS—Amiat. 6 to 
GOR 23—Revokes CPR 50 in the territories 
and possessions. 

WAGE AND SALARY CONTROLS SUS- 
PENSION—Int. 1 of ESA—Questions and 
answers on the suspension of wage and salary 
controls. 
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ing the financing of non-specialty 
crude oil, .Mr. Dwyer said, rates 


charged for tankers in oil company 
fleets fell about 16% last Oct. 1, 
and that oil moving in company tank- 
ers is now reaching Northwest Eur- 
ope at a delivered cost from 31c to 
36c per bbl. lower than the landed 
cost at the time financing stopped. 


Synthetic Fuels—Louis C, McCabe, 
chief of fuels and explosives divi- 
sion, Bureau of Minés, declared that 
“our long-range economic needs and 
national security may make it de- 
sirable to accelerate our progress to- 
ward commercial production of syn- 
thetic liquid fuels.” 


He said the “minimum” need is a 
continuation of the present research 
program and that “additional meas- 
ures may be necessary in order to 
facilitate the construction by private 
industry of prototype plants.” 


Mr. McCabe said that “there is 
general technical agreement that 
liquid fuels may be produced from 
oil shale in large-volume operations 
at costs approximating those from 
crude petroleum.” 


Other Developments — Meanwhile, 
Congress continued to move leisurely 
toward legislation granting title of 
the oil-rich “tidelands” to the states. 
The House Judiciary Subcommittee 
marked time for the past week af- 
ter hearing briefly from Attorney 
General Brownell who ruled that the 
“tidelands” were not made a Naval 
oil reserve as intended by the Tru- 
man executive order of last month. 
It is still up to Congress to prescribe 
the manner in which the “tidelands” 
can be developed, Mr, Brownell indi- 
cated. 

The Senate Interior Subcommittee 
continued to hold daily hearings 
which were launched on Feb. 16, with 
the spotlight being held by congres- 
sional witnesses. 

Two of them—Senators ‘Murray 
(D., Mont.) and Anderson (D,, 
N. Mex.)—immediately took issue 
with the Brownell opinion, charging 
that, although the President is not 
specifically authorized by statute to 
create a Naval reserve, such action 
has been upheld previously by the 
U. 8S. Supreme Court. They con- 
ceded, however, that actual develop- 
ment of a new reserve must be au- 
thorized by Congress. 


Another angle of the controversy 
was brought up by Senator Malone 
(R., Nev.) who proposed an amend- 
ment to the Holland quitclaim bill to 
“protect” applicants for federal leases, 
in the event title passes to the states. 
This brought the sharp retort from 
Senator Daniels (D., Tex.) that it 
was the “lease jumpers” trying to 
get cheap federal grants who started 
the submerged lands controversy in 
the first place. 


‘Shelf’ Ownership—Later, Senator 
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Daniels made his own proposal, ask- 
ing that the U. 8S, government as- 
sume ownership of the continental 
shelf—the submerged lands beyond 
the “tidelands” boundaries claimed by 
the states (three miles for California 
and Louisiana and 10.5 miles for 
Texas). He claimed this would elim- 
inate the future “danger” of interna- 
tional ownership over these lands. 

In other congressional develop- 
ments during the past week: 

1. Bills continued to drop into the 
House hopper calling for the limiting 
of residual oil imports to 5% of do- 
mestic demand for the product. No 
further action has been taken nor 
announced. 

2. Senate Rules Committee has ap- 
proved $10,000 for the extension of 
a study of national fuels policy by 
the Senate Interior Committee, which 
has revealed that, among other 
things, it would like to go further 
into the question of synthetic liquid 


fuels as a safeguard against oil short- 
ages. 

3. Representative Curtis (R., Neb.) 
has introduced legislation (H. R. 
3164) which would provide for the 
refund of the federal tax paid on 
gasoline where the product is de- 
stroyed by fire or other casualty 
while held for resale by jobber, 
wholesaler or retail dealer. It was 
referred to the House Ways and 
Means Committee. Similar legisla- 
tion also has been introduced in the 
Senate but not acted upon. 

4. House Administration Commit- 
tee approved $135,000 for operations 
of the House Small Business Com- 
mittee which has been extended for 
the life of the 83rd Congress. Funds 
must be approved by the full House. 

5. Representative Shafer (R., 
Mich.) has promised to introduce 
legislation for making the govern- 
ment dispose of its synthetic rubber 
plants to private industry. 


Materials Controls Remain a Problem 


NPN News Bureau 
WASHINGTON — The petroleum 
industry doesn’t seem to be in any 
severe materials bind at the moment 
but it is facing some uncertainties 
about the future because no definite 
policy has yet been shaped up in 
Washington regarding control of ma- 
terials after June 30. 


There seems to be general agree- 
ment among top administration of- 
ficials that some system must be es- 
tablished to insure the military and 
the Atomic Energy Commission of 
getting the materials they need. 

And the agreement is almost as 
complete—although not quite so— 
that some sort of materials aid will 
be necessary for some of the urgent 
defense-supporting programs. Some 
petroleum projects likely would fall 
in this category. 

Last week the Defense Mobiliza- 
tion Committee, commonly called 
“little Cabinet” because most Cabi- 
net members are on it, voted down a 
proposal to announce now that all 
steel controls except those needed for 
direct military and Atomic Energy 
Commission uses would be ended 
July 1, a reliable official told NPN. 
It was understood that committee 
did not completely rule out the pos- 
sibility of taking such action later. 

The problem the administration is 
wrestling with now is how to go 
about providing priority aid to the 
supporting programs without letting 
the matter get out of hand. That is, 
if one segment of an industry gets 
special materials rights, other seg- 
ments are likely to start yelling for 
the same rights. And if one industry 
gets help, others will demand the 
same thing. 

Technically, the status of things 
after June 30 depends on legislation 


Congress passes to replace the De- 
fense Production Act. But govern- 
ment materials officials figure that 
such legislation won’t be out of the 
legislative mill soon and they can't 
wait until the last minute to shape 
a post-June program. 

While they're waiting for Congress 
to act, materials officials would like 
to have a definite administration pol- 
icy outlined to give them something 
to go by. 

Some of the answers PAD and the 
petroleum industry are interested in 
are answers to questions such as 
these: 

1. What about advance allotments 
already made for third and fourth 
quarter use? Will they remain valid? 

2. If some petroleum projects are 
to get materials aid, which projects 
will be chosen and what will be the 
manner in which the assistance will 
be given? 

3. What will be done, if anything, 
to preserve the present pattern of 
mill production? That is, under cur- 
rent orders and directives, some mills 
are required to turn out certain types 
of steel, such as heavy plate. If those 
controls aren’t continued, isn’t it 
likely that those mills may revert to 
old production patterns and run a 
greater proportion of strip steel? 

Although no definite answers have 
been supplied, the educated guesses 
around Washington are that advance 
allotment tickets will be valid in the 
periods for which they were issued; 
that priorities aid to selected defense- 
supporting programs will be estab- 
lished, perhaps on a case-by-case 
need rather than by a general form- 
ula, and that some directives will re- 
main in effect to insure continued 
production of certain essential types 
of products. 
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Product Prices Climb on West Coast 
But Remain Steady East of Rockies 


After two weeks in a free mar- 
ket, oil prices are still running true 
to industry predictions—that prices 
would rise where needed to solve sup- 
ply and “hardship” problems, - and 
would be held in line elsewhere by 
competition. 

Since the government removed oil 
price ceilings Feb. 12, the most sig- 
nificant changes have been the long- 
awaited boosts on the West Coast— 
which has been in supply trouble. 
East of the Rockies, the only bulge 
has been caused by a 15c per bbl. in- 
crease for Pennsylvania crude oil. 

West of Rockies—All Pacific Coast 
majors have now raised product pric- 
es. The pattern of wholesale hikes 
looks like this: 


Cents 
Product Increase 
Gasoline 1.6 per gal. 
Distillates (but not prod- 
uct sold as No. 2 fuel oil) 
1.8 per gal. 
10.0 per bbl. 


Boosts in retail gasoline prices 
range from 1.6c per gal. at many 
major brand stations, to 2.5c per gal. 
at some Independent multi-pumps. 
(For details of price confusion on 
the West Coast, see Pacific Comment 
on p. 27.) Union Oil of California in- 
creased its wholesale prices for prem- 
ium grade gasoline 1.9c per gal., with 
regular up 1.6c. 

Margins of jobbers and consignees 


Heavy fuel oil 


operating on the West Coast remain 
unchanged, and the consensus of oil 
marketers is that they will not be 
raised. 

The higher prices were not uniform 
on the Coast. For example, Rich- 
field made the 1.6c per gal. increase 
for wholesale gasoline in Los Angeles, 
San Francisco, Seattle and Portland, 
but noted the average hike through- 
out its marketing territory is 1.5c per 
gal. 


Major company buyers of California 
crude have increased postings from 
10c per bbl. for 14 gravity and below 
to 50c per bbl. for 35 gravity and 
above. 


East of Rockies— Here, gasoline 
prices showed little tendency to climb. 
“Depressed” retail prices edged up in 
St. Louis and Lansing, Mich. But the 
impact of competition was illustrated 
by the outbreak of gasoline price 
cutting in Hartford, Conn., and 
Wheeling, W. Va. 


For other products, prices were 
generally steady or down a bit. Resi- 
dual was lower in Chicago and New 
York, and natural gasoline slumped. 
Aside from the 15c per bbl. hike for 
Pennsylvania Grade crude oil, the 
crude picture was little changed. No 
product increases have resulted from 
the Pennsylvania crude hikes. 

(For further details of oil prices 
across the nation, see Markets, p. 35.) 


OPS Oil Branch Says Controls on No. 2 Should Go 


NPN News Bureau 

WASHINGTON—No. 2 heating oil 

—the only petroleum product still 

under price controis—should be freed 

now, in the opinion of Office of Price 
Stabilization’s Petroleum Branch. 


“Decontrol,” it said Feb. 24 in a 
report to the OPS Policy Committee, 
“would have no effect on price and 
would relieve both this office and 
the industry of unnecessary adminis- 
trative burdens.” 

Short of decontrol, said Petroleum 
Chief Gregg B. Burkhalter, the ceil- 
ings on No. 2 should be pinned down 
so there is no confusion as to how 
controls apply. 

He said control on the price of 
No. 2 now “admits of an interpreta- 
tion to the effect that similar prod- 
ucts sold under other designations 
or proprietary brand names (many 
of which are well established and of 
long standing) are free from price 
control.” He then added: 

“Solution of this problem, if we 
consider that controls will continue 
for any period of time, appears to lie 
in an amendment to General Over- 
riding Regulation 12, with the con- 


trol of the price of No. 2 heating 
oil clarified not only as to type of 
product, but as to end use and geo- 
graphic area.” 

For example, he said, “We would 
be specific in saying that controls 
continue only upon the gallonage of 
No, 2 fuel that is sold for domestic 
heating, and in the area covered by 
Supplementary Reguiation 10 of Ceil- 
ing Price Regulation 17” (East Coast 
generally from Maine to Florida). 

Stocks High—Mr. Burkhalter con- 
tinued, “The supply position of No. 
2 is abundant in all parts of the 
country with the exception of the 
West Coast. ... Production in the 
nation generally (and particularly 
that affecting the largest population 
of the country) is vastly above that 
of previous years. The heating 
season, which has been mild, is now 
far advanced, and storage facilities 
at refineries, terminals and bulk 
plants are overstocked. Indeed, some 
price deciine has already been noted 
in the New York and Chicago mar- 
kets. 

Therefore, he concluded, “It is rec- 
ommended that the amendment re- 


ferred to be approved immediately; or 
preferably, an order be issued de- 
controlling No. 2 altogether—as pro- 
posed in a decontrol order now be- 
fore OPS officials.” 


Tide Water Buys Out 
New York Jobbership 


NPN News Bureau 

NEW YORK — Tide Water Associ- 
ated has purchased all marketing 
facilities of Mohawk Gas & Oil Corp., 
including 11 service stations in Schen- 
ectady County, N. Y. 

Mohawk has been Tide Water dis- 
tributor since the company was 
formed in 1928, and handled a full 
line of the company’s products. Pur- 
chase resulted from a decision of 
Mayer L. Cramer, president and 
treasurer of Mohawk, to retire. 


New Tide Water Distributors 


SAN FRANCISCO —Tide Water 
Associated has appointed four new 
distributors, in the State of Utah, 
according to W. A. Reanier, sales 
manager, western division. 

They include E. Ray Penrose in 
Salt Lake City and Salt Lake County; 
Poorman and Bennett Oil Co. in 
Ogden; Glenn G. Nielsen in Logan 
and Cache County; and Ashton Oil 
and Transportation Co. in Heber City, 
Vernal and Duchesne, Utah. 


Five Get Promotions 
At Continental Oil Co. 


NPN News Bureau 

HOUSTON—tThree Continental Oil 
Co. vice presidents and the company’s 
East Coast division marketing man- 
ager and export sales manager have 
been promoted. 

H. P. Solem, New York, East Coast 
division marketing manager, has been 
promoted to the newly-created posi- 
tion of general manager of petro- 
chemical sales. He will continue to 
make his headquarters in New York. 

E. S. Karstedt, Jr., manager of 
export sales, will succeed him as East 
Coast division marketing manager. 
Mr. Karstedt will also continue to 
handle export sales. 

E. F. Battson, administrative vice 
president, has been elected chairman 
of the executive committee. 

Charles A. Perlitz, Jr., vice presi- 
dent, and Ira H. Cram, vice president 
in charge of exploration, have been 
appointed to the newly created posi- 
tions of senior vice presidents. 


Oil Dividends Drop 
NPN News Bureau 
WASHINGTON—Publicly-reported 
cash dividends paid by oil refining 
(including integrated) companies 
dropped to $3 million in January 
from $6 million in same month 
year ago, the Commerce Department 
reported. 


NATIONAL PETROLEUM NEWS 














THE WEEK’S OIL NEWS 





Ellis Rips Oil Imports Limiting Bills 
As ‘Fuel Control’ and ‘Coal Subsidy’ 


NPN News Bureau 

WASHINGTON — General Counsel 
Otis H. Ellis, of the National Oil Job- 
bers Council, blasted the bills to re- 
strict residual fuel oil imports as the 
battle to cut the importation of fer- 
eign oil gained momentum. 

Mr. Ellis tagged the legislation 
aimed at cutting fuel oil imports to 
5% of total U. S. demand as “the 
fuel control and coal subsidy bill.” 

“It would not surprise me if legis- 
lation is introduced which would elim- 
inate the use of electricity for home 
lighting in order that the whaling 
ships could put out to sea and have 
a market for their oil,” he added in 
his bulletin to NOJC members. “Fol- 
lowing this we will undoubtedly sup- 
press the manufacturer of automo- 
biles in order that the buggy manu- 
facturers can come back into their 
own.” 


Meanwhile, Rep. Bailey (D., W. 
Va.) declared that the continuation 
of residual oil imports at the Decem- 
ber rate for 12 months would aggre- 
gate 200 million bbls., “sufficient to 
displace 50 million tons of coals.” A 
long-time foe of reciprocal trade 
agreements, Rep. Baiiey asked the 
House to limit imports. 

In addition, the National Coal Assn. 
has called a “foreign oil policy con- 
ference” in Washington March 4. 
They have invited Independent oil 
producers to attend, together with 
coal, labor and railroad officials. The 
purpose of session is to map a “cam- 
paign” to push legislation which 
would put drastic limits on oil im- 
ports. 

Although the coal association would 
not say what independent oil repre- 
sentatives have been invited, it is 
expected that the list would include 
the Independent Petroleum Producers 
Assn., Oil Producers Agency of Cal- 
ifornia, San Joaquin Valley Oil Pro- 
ducers Assn., National Federation of 
Independent Business, Independent 
Refiners Assn. of America and the 
Rocky Mountain Oil & Gas Assn. 

IPAA Plans Action—The Independ- 
dent Petroleum Assn. of America has 
said it would send a representative to 


the coal parley. However, IPAA’s posi- | 


tion was described as viewing the 
meeting in the light of “an informal 
discussion.” 


The IPAA also said that its imports 


committee probably will convene in | 


the near future to chart the associ- 

ation’s course with reference to the 

proposed limitation of oil imports. 
The Interstate Commerce Commis- 


sion entered the picture last week | 


with a ruling authorizing railroads to 
continue special rates on anthracite 


coal, in carloads, from Pennsylvania | 
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mines to New England points, without 
observing the “long-and-short-haul” 
provision of Interstate Commerce Act. 

The ICC, in allowing the special 
rate to continue, stated that the com- 
petition of oil with anthracite coal 
as a fuel is “grave and compelling.” 

“With respect to fuel oil,” the ICC 
said, “the record . . confirms the 
seriousness of competition from that 
source throughout much of the area 
under consideration, and shows that 
it is more compelling in the coastal 
area than in the interior and that the 
difference is such as to warrant the 


A FULL FLOW 
MANIFOLD FAUCET 


THAT REQUIRES 
MINIMUM SPACE 


Philadelphia Valve answers the long- 
standing need for a small, compact, full 
flow manifold faucet. This new faucet 
eliminates the need for bulky gooseneck 
piping. It takes up exactly the space 
required by a cross valve, and can 
quickly and easily be attached to any 
standard manifold. You can insert it 
either on the end of the manifold or 
between the cross valves or gate valves 
that make up the manifold assembly. A 
1'4" threaded outlet at the top permits 
speedy connection to a hose reel. 


PHILADELPHIA VALVE COMPANY 


3415 Aramingo Avenue, Philadelphia 34, Po. 


_ Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif. 
Pacific Coast Distributors: 1...4:4 Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, Calif 


continuance of outstanding relief, to 
enable applicants to hold their anthra- 
cite traffic,” 


FTC Raps Antifreeze Ad 

WASHINGTON - The Federal 
Trade Commission has made final a 
previous preliminary order by an FTC 
hearing examiner requiring C. G. 
Whitlock Chemical Co. of Springfield, 
Ill., to discontinue “misrepresenta- 
tions” made in advertisements and 
the label of “Frigid-O-BG,” product 
sold as antifreeze. 


Negotiation Rumors Denied 
LONDON—The C. C. Wakefield 
& Co. Ltd. says recent references 
and suggestions in the press of ne- 
gotiations between itself and an oil 
company are without foundation. 


THREE TYPES ARE AVAILABLE: 
1) STRAIGHT 
2) BULK TYPE—nozzle at downward angle 
of 2244° 
3) BUCKET TYPE—nozzle at downward angle 
of 66° 
The faucet can be supplied in 2”, 2'¢ 
and 3” sizes. Threaded and quick con- 
nector tips are available. Spouts and 
internal parts are all interchangeable 
with our regular line of faucet parts. 
Write today for complete information 
and quotations. 
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Mason Advocates FTC Policy Changes 


“Simple, expedient and straight 
out prosecutions of actual conspira- 
cies to fix prices and other probable 
restraints of trade will do more to 
keep competition alive in America 
than all the past fancy attempts to 
remake our free enterprise system 
through looney mill net theories and 
dream book charges of conscious 
price parallelism.” 

So said Federal Trade Commission 
member Lowell B. Mason in a talk 
before the Section on Antitrust Law 
of the New York State Bar Assn., 
Feb. 19 in New York City. 

Mr. Mason contended that the com- 





mission wasn’t established primarily 
to punish violators but to protect 
public interest. Therefore, he said, if 
the FTC notifies a company of illegal 
practices and gives it an opportunity 
to correct them, the public is ade- 
quately—and more quickly—served 
than in instances where the FTC uses 
“trial by ambush” method of keep- 
ing the alleged violator in the dark 
about what he is supposed to be do- 
ing wrong until he appears in the 
court for a long, drawn-out proceed- 
ing. 

Observers feel that Mr. Mason’s 
address could be considered an out- 


POSITIVE SELF-PRIMING 


Start without priming ... Run without venting 


Gilbarco Roto-Prime pumps, rang- 
ing in capacity from 50 to 550 GPM, 
are supplied with electric motors, 
or for gasoline engine, V-belt, 
chain, hydraulic or similar drives. 

Positive and automatic self- 


eT bet: 


priming permits their use for mul- 
tiple service in bulk plant strip- 
ping, transferring and loading, 
and makes possible pump equip- 
ment savings of 30% to 50%. Write 
for literature and full information. 


ROTO- 
PRIME 
PUMPS 


rt & Barker Mfg. Co 


West Springfield, Mass., Toronto, Canada 






















































































line of the policy he would follow 
if he were made chairman of the 
commission. 

Mr. Mason said he felt the new 
administration meant “a more real- 
istic and vigorous approach to the 
so-called antitrust problem than we 
have had in the past.” He said fur- 
ther: 

“Those who look upon this busi- 
nessman’s administration as a holi- 
day for monopoly fail to appreciate 
that one practical industrialist fresh 
from the marts of trade may be 
equal to 10 young theorists fresh 
from college.” 

Mr. Mason said the present FTC 
method in dealing with false and mis- 
leading advertising cases without 
complaint and trial should be ap- 
plied to other types of cases except 
when factual issues cannot be re- 
solved by agreement between FTC 
and company. 


Urges Speed-Up—He said also that 
FTC needs a new and quicker way 
of determining facts and pointed out 
that one way to speed up trial pro- 
cedure would be to give a company 
the bill of particulars outlining spe- 
cifically what it was being charged 
with doing. (Commission majority re- 
cently reasserted its opposition to 
this plan). 

Mr. Mason told the antitrust law- 
yers that overlapping between FTC 
and Justice could easily be avoided if 
FTC would give Justice cases involv- 
ing conspiracies and all other wrong- 
ful acts under antitrust laws involv- 
ing moral turpitude, and if Justice 
would channel to FTC all other cases 
where a correction could be made 
through administrative or quasi-ju- 
dicial procedures. 


New Commissioner? — Meanwhile, 
in Washington, Senator Taft (R., 
Ohio) reportedly is backing Frank 
Hier, FTC hearing examiner, for ap- 
pointment as a commissioner. Mr. 
Hier, who is from Ohio, joined the 
FTC in 1939 as an attorney and be- 
came hearing examiner in 1947. 

(As hearing examiner, he presides 
over the initial hearing after FTC 
issues the complaint and his decision 
becomes final unless overruled by 
the commissioners. ) 

Senator Taft’s office would neither 
confirm nor deny the report, and Mr. 
Hier was out of town. 

There also was a report that Presi- 
dent Eisenhower may nominate a 
successor to Commissioner Stephen 
J. Spingarn, whose term expires in 
September, at the same time he nom- 
inates a successor to Commissioner 
John Carson, who is serving ‘an in- 
terim appointment since his term ex- 
pired last fall. Such action would not 
shorten Mr. Spingarn’s term. 

Mr. Eisenhower is expected to 
name a new FTC chairman soon. The 
commission currently is marking 
time on most policy matters until a 
new chairman is appointed. 
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Atlantic Plans Distributor Committee 
To Help Top Management Decide Policy 


PHILADELPHIA—Atlantic Refin- 
ing is to have a committee of its 
distributors help develop its distribu- 
tor-marketing policy on a continuing 
basis. 

The committee, six or seven men 
chosen by their fellow Atlantic dis- 
tributors, will sit in on the company’s 
policy making meetings as occasion 
for such arises. 


It is intended to be organized by 
March 1 or thereabouts, with one 
member for each of the company’s 
six marketing regions—perhaps two 
from one large region. 


The thought also is that a member 
will serve for a year, then be suc- 
ceeded by another distributor from 
his region. 


Another feature of the plan may 
be a monthly information letter from 
the company to the committeemen. 


The plan was broached to repre- 
sentatives of 15 Atlantic (branded) 
distributorships from Connecticut to 
Georgia to Ohio in two days of meet- 
ings here Feb. 10 and 11—-sessions in 
which top company officials made 
plain what their present distributor 
policies are and why they are so. They 
solicited and received frank discus- 
sion of those policies from the dis- 
tributors. 


Sitting in as an observer was Otis 
H. Ellis, general counsel of the Na- 
tional Oil Jobbers Council, who said 
he was “elated” at the proceedings. 

While the two-day get-together 
came jn the midst of the NOJC-desig- 
nated “Consult Your Supplier Month”, 
it was not part of plans for observ- 
ing the month. 

Need for Program—Atlantic got so 
deep into reorganization of its do- 
mestic sales department after the 
close of World War II that the dis- 
tributor and his problems were “badly 
neglected,” the gathering was told 
by Dwight T. Colley, vice president 
and general manager of marketing. 
Now, however, he said, that period 
of unconcern for the distributor is 
ended. 

Also, H, H. Ingersoll, assistant gen- 
eral manager of domestic marketing, 
told NPN the company has been 
“wanting for some time” to do some- 
thing about its distributors’ prob- 
lems. 

He added that the distributor com- 
mittee now will have a voice in dis- 
cussion of all phases of the com- 
pany’s relations with its distributors. 


Target of Talks—More specifically, 
he said, the joint discussions will 
cover (1) jobber or distributor prob- 
lems, (2) Atlantic problems involving 
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Mr. Colley Mr. Ingersoll 


distributors, (3) joint problems of the 
supplier and distributor in their ca- 
pacities as members of the same in- 
dustry, and (4) problems that con- 
front all as American citizens. 

Routine in the company’s relations 
with distributors will have the region- 
al manager as the management point 
of contact. 


Two principal features of present 
Atlantic policy as outlined in the two 
days of sessions were these: 

Company Views—1. Atlantic be- 
lieves distributors must be of a qual- 
ity “representative” of the company 
in the areas in which they operate, 
and that those who aren't should 
either be replaced or eliminated so 
that the standard of Atlantic’s mar- 
keting is not degraded in the opinion 
of the public, to the detriment of 
representative distributors and the 
company’s direct marketing. 

(There was complete agreement 
among the distributors present on 
this point, Mr. Ingersoll recalled.) 

2. Atlantic is properly concerned 
with having continuing representa- 
tion in the distributor’s marketing 
area, and is entitled to certain safe- 
guards for such continuity. 


The distributors, for their part, ex- 
pressed themselves on various points 
of difficulty as they had found them 
individually. Most criticism here had 
to do with breakdowns in communi- 
cation with management, slowness in 
obtaining decisions from manage- 
ment, etc. 

The meetings also were marked by 
the appearance of several key Atlan- 
tic marketing men who outlined the 
distributor aids which the company 
has, and will have, available for its 
distributors. 

Present at Meeting — Distributors 
attending were: 

R, L. Mitchell, Spartan Petroleum, 
Spartanburg, S. C. 

S. Bohlen, Snyder Oil, Orrville, Ohio 

E. C. Woods, Valley-Marsh-Woods, 
Youngstown, Ohio 

J. Howley, Quality Gasoline Co., 
Wheeling, W. Va. 


L. B. Dulin, Jr., Culpeper, Va. 

S. D. Bryan, Bryan-Cooper Oil, 
Raleigh, N, C. 

M. D. DeTar and J. E, Way, Aero 
Oil, New Oxford, Pa. 

L. J. Kellam, Kellam Distributing 
Co., Belle Haven, Va. 

L. A. Taglang, Twin County Oil, 
Bethlehem, Pa. 

S. Pearl, Pearl Oil, Rockville, Conn. 

S. Brown, Callahan Oil, New Wharf, 
Norwich, Conn, 

E. Price, Newfane Fuel, Newfane, 
N. Y. 

W. Van Vost, Tryon Oil, Johnstown, 
N. ¥. 

H. Kaplan, Red-Kap Sales, Schen- 
ectady, N. Y. 

G. E. Johnston, Albany, Ga. 


Ellis Enthusiastic—High praise for 
Atlantic’s action was expressed by 
NOJC’s Otis Ellis in these words: 


“I was elated to see jobbers speak 
up about their problems, and I was 
more than elated to see these com- 
pany officials discuss those problems 
and explain their policies and posi- 
tions. There was neither reluctance 
nor belligerency on either side of the 
table. There were admissions of com- 
pany error and there were admissions 
of jobber error, and of more impor- 
tance, plans were formulated for the 
remedy of those errors. 


“The Atlantic officials let their 
hair down and submitted their future 
policies in unequivocal language.” 


Nothing Hidden——“There may have 
been similar conferences held, but I 
seriously doubt if there has ever been 
another one held in the history of this 
industry where the atmosphere was 
the same. There was no awe, fear, or 
reluctance on the part of jobbers and, 
of more significance, there was no 
attempt on the part of the supplying 
company to follow the usual proced- 
ure of keeping the skeletons in the 
closet or sweeping the dirt under the 
carpet. They met the issues head-on 
and, when discussion of a problem 
was completed, there was no doubt 
in any jobber’s mind as to where his 
supplier stood and what he might 


expect.” 


Company Learns Too—‘“It is my 
belief that the company officials got 
as much (or more) out of these con- 
ferences as the jobber did. They, for 
one thing, found out that their own 
conduits for communication from the 
policy level to the district manager 
could become fouled up. This is 4 
fact that most policy levels refuse to 
accept. I am sure that if these com- 
ments should come to the eyes of a 
number of supplying companies they 


‘would say, “Why, we have been do- 


ing that for years.” My response 
would be: “You have been holding 
meetings for years, but in all too 
many instances they have been one- 
sided affairs where you came to teach 
and preach rather than where you 
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came to learn with a view toward 
profiting from your learning.” 

Bright Future—“I predict that if 
this program is put into effect, At- 
lantic’s jobber difficulties will be min- 
imized more than 50% and, in addi- 
tion thereto, the company will create 
a brand of loyalty on the part of its 
jobbers second to none in this indus- 
try, all of which is compatible with 
good business judgment and good 
economics, and that, after all, must 
be one of the principal guiding lights 
for the operation of any business, I 
hope that this company, by its ac- 
tions, will serve as a bellwether in 
changing the course of conduct for 
those companies that are constantly 
dishing out words, but never seem to 
support those words with concrete 
acts.” 


Jersey Assembly Gets 
Unfair Practices Bill 


An unfair motor fuels practices 
bill, dropped in the hopper of the 
New Jersey assembly, highlighted 
state legislative actions the past 
week. The bill contains the recom- 
mendations of State Sen. Wayne Du- 
mont’s gasoline study committee. 

In other actions: 

~The Utah legislature has passed 
a bill increasing the state’s 5c per 
gai, gasoline tax to 6c, effective July 
1, An estimated $2,200,000 extra rev- 
enue per year for the state highway 
system is expected to result from the 
increased levy. 

~The lower house of the [Illinois 
legislature has passed a resolution 
asking that all federal gasoline taxes 
collected in the state be returned be- 
cause of the big difference between 
the amounts collected and returned. 

The New Jersey unfair motor fuels 
practices bill would make it a mis- 
demeanor for a supplier, wholesaler, 
distributor, or refiner to: 

1. Offer, or for any retail dealer 
to accept, rebates, concessions, allow- 
ances, discounts or benefits of any 
kind directly or indirectly in connec- 
tion with sale or distribution of mo- 
tor fuel or other products marketed 
by supplier, wholesaler, distributor, 
or refiner. 

2. Lease or make a contract on 
condition that lessee shall not use or 
handle competitor’s products. This 
would not apply to tanks or pumps 
if furnished by supplier to be used 
in distribution of its motor fuel. 

3. Discriminate in tank wagon 
prices between different retail deai- 


ers purchasing same grade or quality 


of branded motor fuel. 


4. Lease or sublease to retail deal- 
er facilities and equipment for op- 
eration of service station for an 
amount in excess of 10% of amount 
to be paid to owner or lessor, or for 
amount less than 90% of amount to 
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be paid owner or lessor of facilities 
or equipment, 

The committee turned down pro- 
posals for divorcement of oil whole- 
saling from retailing and below-cost 
sales surveys made by New Jersey 
dealer group. 

Legislature has 
March 16. 


recessed until 


Deaths 


Cervantes A, Shepard, 54, presi- 
dent of Inter-State Oil Co., Kansas 
City, Kans., was killed Feb. 20 when 
his car struck the Milwaukee railroad 
overpass abutment near Excelsior 
Springs. 

A native of Kansas City, Mr. 
Shepard attended the University of 
Missouri and was a graduate of the 
Kansas City Junior College. He was 
a charter member and a director of 
the Independent Oil Compounders 
Assn., a member of the Oil Men’s 
Club of Kansas City and the Society 
of Automotive Engineers. 

Inter-State Oil, an Independent 
compounding and marketing com- 
pany, was founded in 1887 by Mr. 
Shepard’s father. In 1951 the com- 
pany plant was destroyed during the 
Kansas City flood and a new build- 
ing had been started under the direc- 
tion of Mr, Shepard 

As a memorial to him, newspaper 
clippings, letters and . photographs 
which tell the story of the rebuild- 
ing of Inter-State Oil, will be im- 
bedded in a cornerstone of the new 
building, which is scheduled for com- 
pletion about May 15. 

Survivors include his wife, a sister, 
Mrs. Irene Immick of Meriden, Conn., 
and a brother, Burwell Shepard, New 
Hope, Pa. 


William H. Correa, former assist- 
ant to the president of Socony-Vac- 
uum Oil Co., died Feb. 15 at his home 
in Cleveland Heights, Ohio. 


Mr. Correa began work for the 
Standard Oil Co. of New York in 
1908 as assistant master mechanic 
in the Queens County Refinery. In 
1917 he was made superintendent of 
the East Providence Refinery and in 
1922 was sent to the Orient as a 
technical expert in the company’s 
personnel training. He later became 
manager of the lubrication division 
in the Near East and from 1923 un- 
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til 1928 was lubricating manager and 
acting general manager in Constan- 
tinople. The next year he became 
general manager of the lubrication 
department and in 1931 was elected 
a director. In 1933 Mr. Correa was 
made general manager of Socony- 
Vacuum’s lubrication department and 
was appointed assistant to the presi- 
dent in 1945, a position he served 
until his retirement several years 
ago. 

Mr. Correa was at one time a mem- 
ber and chairman of the API Lubri- 
cation Committee. 

He is survived by his wife, a 
daughter and five grandchildren. 


Weather Stays ‘Warm’ 
In Three Heating Areas 


NPN News Bureau 
CLEVELAND—For the fifth con- 
secutive week, weather in the Mid- 
west and West Coast-Rocky Mt. areas 
registered warmer than either last 
year or normal. The East Coast area 
also registered warmer than normal 
and last year for the same portion of 
the heating season (Sept. 1-Feb. 21) 
while the Southeast area remained 
colder than last year but warmer than 
normal. 


Degree Day Summary 
Season Sept. 1-Feb. 21 


Week 
Feb. 15- 
1952- 1951- Nor- Feb.21, 
East Coast 53 ~ 52 mal 1953 
Bostont ...... 3501 3618 3976 188 
New York ....... 3081 3166 3613 166 
Philadelphia ..... 2917 2947 3334 156 
Washingtont .... 2862 2753 3291 148 
Average ....... 3090 3121 3554 165 
Midwest 
Chicagot ........ 4069 4454 4502 267 
Cleveland ....... 3488 3776 4157 208 
Detroitt ......... 3089 4317 4471 229 
Minneapolist ..... 5455 5889 5656 381 
Omahat ......... 4429 4755 4439 273 
St. Louis ........ 3077 3291 3394 185 
Average ....... 4084 4414 4437 257 
Southeast 
Birmingham, Ala.t 2077 1797 2246 132 
Charleston, 8S. C.. 1317 1153 1424 73 
Nashville, Tenn.+. 2632 2546 2714 152 
Raleigh, N. C. ... 2213 2065 2417 134 
Average ....... 2060 1890 2200 123 
West Coast—Rocky Mt. 
San Francisco ... 1549 1688 1590 85 
SS 2469 2948  3053t 153 
Denvert ......... 3852 4091 4051 260 
Average ....... 2623 2909 2898 166 


Degree days are on 65 deg. F. basis. , 

tReadings at airport office. Readings in 
other cities taken at downtown (city) offices 

tIincludes weather bureau correction. 


Library Catalog Is Revised 
NPN News Bureau 

NEW YORK—Cities Service has 
revised and added new material to 
its Business Library Catalog. 

The catalog is available to Cities 
Service dealers, distributors and mar- 
keting employes through regional or 
division offices. Each regional and 
division office has a complete library 
and approximately one-half of the 
materials listed in the catalog are 
available free of charge. 

The Business Library Catalog is 
one of the methods used by Cities 
Service to encourge self-improvement 
among the marketing personnel. 
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EDITORIALLY SPEAKING 





There's a Real Art to a Happy Retirement 


Perhaps like many an average-sized business man 
you think of pensions and retirement programs and their 
fine technical points as concerning only those who draw 
a pension from a big company. 


But a current book just published by the Division of Re- 
search of the Graduate School of Business Administration 
of Harvard University may well suggest to your mind, 
even though you are all set to go out to “the farm” or 
down to Florida “to loaf,” a number of ideas that will 
make your “loafing’’ more enjoyable and cause you to 
live longer and more happily. 


It was noted in England during and after World War 
I that a lot of old duffers who had to get back into the 
business harness to keep the country going, survived in 
good health, lived longer than they had expected and more 
enjoyably. Doctors, with the data from two world wars, 
now tell you that whether a man should “retire” and 
quit work at 65 is a serious question concerning each 
individual and his physical and mental condition and 
character. The doctors will now tell you that many a 
man at 65 or more has discovered that continued work 
and business tensions and even business worry will make 
him physically better and happier and make him live 
longer; that such work and tensions seem to excite the 
juices and what-not in the glands that make for life. 


But whatever the technical details if you are approach- 
ing 50 years and particularly 65 years, get this book 
(price $3.75 care of the school, Soldiers Field, Boston 
63, Mass.). Do not let the name scare you off. It is 
entitled “Some Observations on Executive Retirement,” 
by Prof. Harold R. Hall, professor of Research in Busi- 
ness Administration. The book gives tables of retire- 
ment pay, details of retirement plans and contracts and 
a list of books on the general subject. 


But the book develops some interesting facts which 
may be new to you. It seems that the big companies 
in carrying out their retirement plans over the years 
have also found it necessary to start men about to be 
retired to thinking what they will do to occupy their minds 
and energies, even five and 10 years ahead of retire- 
ment. This is to keep the man from bumping into a big 
letdown such as when you hit a down draft when riding 
a plane. They hold “schools” to accomplish this and re- 
sults are reported as good. 


Pre-retirement training is also desirable, it is pointed 
out, because at least today it means dropping to a much 
lower income level, maybe as low as a sixth or seventh 
of the last annual salary. A study thus must be made of the 
pension and other retirement income, reducing taxes to 
a minimum, changing the style of living and overhauling 
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and perhaps dropping insurance whose tax dollar 
cost becomes more noticeable on a reduced income, be- 
cause for every $1,000 one may have to pay out in insur- 
ance premiums he must also pay out a quarter to a half 
or more of that in income taxes and then perhaps only 
to afford the government more tax revenue out of one’s 
estate. 


The book recommends study of retirement activities 
by all, because, it says, retirement at the expense of 
business is growing and that soon probably there will be 
tax arrangements that will make retirement plans easier 
for the small companies employing less than 100 and for 
the individual person as a proprietor or partner, to 
finance acceptable plans from his business with reasonable 
ease and less burden. 


The difficulties retired men find from trying to live 
without real work—in a different climate than that to 
which they are accustomed is reported, so also the kind 
of jobs and directorates they may be adapted to. 


Then a most important point to any employer is made 
that there is a markedly-growing demand on the part 
of those who will be entitled to retirement payments, a 
demand supported by the unions, to have these retire- 
ment benefits so set up that the holder of the rights may 
depart to another company at any time, taking his money 
accumulation with him. This is contrary to the chief 
reason pensions were created in the first place and that 
was to hold people to the companies who paid them 
pensions. If this can no longer be done then the natural 
question is, why should the employer and his stock- 
holders make any contribution to pension funds or even 
bother with the creation and management of such funds 
at all? 


It is a brief enough book in simple non-professorial 
English that every employer, big or little, should read. 





I hold that man is in the right who is most 
closely in league with the future.—_Henrik Ibsen 


Editorials are written to stimulate dicussion, 
because it is only through discussion that a na- 
tion, industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 


Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio 
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MIDWEST 


The recent 
, Wichita survey 
revealing that many consumers of 
petroleum products do not believe the 
oil jobber performs a necessary func- 
tion, was decribed as a “terrific in- 
dictment” of jobber public relations 
in a speech last week by Stanton K. 
Smith, national chairman of the Oil 
Industry Information Committee. 
Mr. Smith, a jobber himself, as 
president of Smith Oil & Refining Co., 
Rockford, Ill., discussed the implica- 
tions of the Wichita survey at the 
Des Moines convention of the Iowa 





Independent Oil Jobbers Assn. (see 


p. 28). 

Three factors, he said, are largely 
responsible for the public attitude 
concerning jobbers. They are: 

First, the fact that a business is 
relatively small no longer guarantees 
it. per. se a favorable standing with 
the public. 

Second, the jobber’s competitors 
have awakened to the value of good 
public relations and “we no longer 
have a free track to run on.” 

Third, jobbers have failed to prop- 
erly sell their dealers, employes, and 
in turn, the public, on the economic 
value of the services they render as 
jobbers and distributors. 


In discussing the first point, Mr. 
Smith referred to a recent public 
opinion poll conducted on the oil in- 
dustry by Dr. Burleigh Gardner, 
Sociologist. This survey showed, he 
reported, that the American public 
has little interest in the fact there 
are more than 34,000 competing oil 
companies. 

“What the average American wants 
to know is whether the privately 
managed competing oil companies 
are giving him good products and 
service at the right price; are they 
treating thelr employes and stock- 
holders equitably; are they properly 
using and not wasting an important 
natural resource, and are they build- 
ing sufficient capacity for produc- 
tion and refining and transportation 
of a most vital tool for defense in 
time of war? The only question 
John Brown raises, as far as the 
little fellow is concerned, is whether 
he has the right of free entry into 
the business as a service station 





Smith Tells Jobbers Public Relations 
Are Needed to Educate the Consumer 


By Leonard Castle, Midwest Editor 


owner, distributor, or marketer,” Mr. 
Smith said. 

As to the second question, he pointed 
out that large companies have greatly 
improved their local public relations 
by keeping agents located more or 
less permanently in a community, 
urging them to participate in civic 
affairs, and contributing to local char- 
ity drives. These agents are armed 
with a public relations manual tell- 
ing them how to become a part of 
the community and “the result is 
that we must now compete for public 
good will or lose our leadership by 
default.” 

Concerning dealers, Mr. Smith said 


Connecticut's 
highway commis- 
G. Albert Hill, is carrying 
around the novel idea of locating 
gasoline service for limited access 
roads at highway interchanges. 

He doesn’t go for the idea of the 
service area abutting limited access 
highways in which two or more lo- 
cations are sold to competing com- 
panies, and thinks the interchange 
proposition a better one, he told the 


sioner, 


Connecticut Petroleum Industries 
Committee’s. annual meeting last 
week. 


Whether this means that he’s come 
to regard favorably the principle of 
gasoline brand competition on limited 
access roads, and would have compet- 
ing stations at interchanges, he didn’t 
make plain to his audience, 

He did recognize the possibility 
that confining locations to inter- 
changes would occasionally leave a 
long stretch of highway on which the 
motorist might have difficulty with- 
out gasoline service. In that event, 
he declared, it would be necessary to 
provide locations abutting the high- 
way. 

It should be noted that he is think- 


ATLANTIC COAST 


that another survey by Dr. Gardner 
shows the service station man does 
not consider himself a part of the 
oil business and doesn’t understand 
the economic function of a jobber. 


* * * 


Mr. Smith presented two specific 
suggestions for solving the problem: 

“In the first place,” he said, “we 
need to sharpen our wits and figure 
out how to tell the jobber story in 
terms that the public will understand. 
Let’s dramatize and advertise our 
service, Let’s prove that we are not 
parasitic middlemen, but that we are 
an important factor in the chain of 
men and equipment which gets the 
finest petroleum products to the user 
at the lowest prices in the world.” 

Secondly, he said, jobbers in the 
Midwest could take some lessons from 
some outstanding jobbers in other 
parts of the country who are making 
excellent use of OIIC materials “for 
the selfish profit-making purpose of 
promoting their own business.” 


Connecticut's Highway Chief Has Plan 
For Toll Road Stations at Interchanges 


By Raymond E. Bjorkback, Eastern Editor 


ing in terms of “limited toll’ roads, 
on which there are at least two in- 
terchanges between toll stations. 
Connecticut’s Merritt Parkway is 
such a toll road, and Commissioner 
Hill’s plans for the relocation of U. S. 
Route No. 1 from the New York State 
line to West Haven, Conn., are for this 
limited toll taking. 

By contrast in the case of either 
the New Jersey or Pennsylvania turn- 
pike, the driver has to pay a toll 
wherever he leaves the limited access 
route, the charge being made more 
or less according to the number of 
miles traveled in his particular class 
of vehicle. 

Commissioner Hill said he favors 
gasoline facilities at interchanges in 
the belief that putting such facilities 
on the limited access route itself is 
unfair to the local businessman. 

In a reference to the sometimes-ad- 
vanced suggestion for service areas 
that they be screened with shrubbery, 
he added that he saw no reason for 
the oil business to “hide behind a 
bush.” 

Commissioner Hill said firmly this 
is his opinion at the moment on the 
gasoline facility question. That doesn’t 
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mean, however, he said, that his mind 
is now closed on the subject. 

A jobber we know in another state 
which is building a toll road is of the 
opinion that “nobody” has thought 
the problem through. 

As for Commissioner Hill’s inter- 
change locations idea, this jobber 
wonders, “What about having loca- 
tions abutting limited access routes 
at interchanges, with curbings cut 
so local traffic can use the service 
stations too?” 

* + - 

Chairman Frank W. Abrams of 
Jersey Standard suggested to a group 
of educators in Atlantic City the 
other day that if more inquiring 
minds are turned on the labor-man- 
agement problem, it will be minim- 
ized in voluntary co-operation by the 
two parties immediately concerned. 

The kind of co-operation he had in 
mind was that which “lays emphasis 


PACIFIC COAST 


What a week! 
That was the 
feeling of almost everyone in West 
Coast marketing from dealers to the 
policy-makers. Confusion began brew- 
ing within hours after decontrol of 
crude oi] and petroleum products 
(except No. 2 heating oii) was an- 
nounced. It was a foregone conclu- 
sion that prices would go up on the 
West Coast, but the question was 
how much, 

The week-end before the markup, 
wholesalers and retailers were in a 
sweat trying to keep their tanks 
filled so they’d have maximum sup- 
plies when the new schedules went 
into effect. Thousands of motorists 
attempted to ride with full tanks. 

Then came the “boosts, and a 
frenzy of different prices broke out. 
Immediately after Standard of Cali- 
fornia announced its new rates, at 
least six of the minor companies, a 
majority of the self-serve and part- 
serve operators and a number of ma- 
jor-brand dealers went up. The lat- 
ter didn’t wait to hear what their 
suppliers would do, In fact, in San 
Francisco, the majority of dealers 
hiked retail postings a penny or more 
right after the decontrol order was 
announced. 

Usually, there’s a moderately uni- 
form spread between major and pri- 
vate-brand gasolines. For example, 
15.4c per gal. (ex taxes) for regular 
at Independent stations and 18.5c at 
major outlets. At one point, Frank 
Urich, who pioneered self-serves ad- 
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on the unity of interests of labor, 
management and stockholders in a 
joint enterprise,” Mr, Abrams told the 
American Assn, of School Adminis- 
trators. 


What’s needed to achieve it, he 
said, is “a certain climate of beliefs” 
in which conflict between labor and 
management will be seen to be un- 
necessary, and compulsion by one 
side upon the other to obtain co- 
operation will be rejected. 


Our schools can help in this re- 
spect by developing independent, in- 
quiring minds which will recognize 
that there are disagreements between 
labor and management, as among the 
denominations of a religion or a 
school’s faculty, but those aren’t ir- 
reconcilable—rather, that labor and 
management can work together just 
as employes and stockholders can, 
and farmers and industry. 


Rapid-Fire West Coast Price Boosts 
Throw Oil Marketers into Confusion 


By Frank Breese, Pacific Coast Editor 


vertising prices 5c below the majors, 
was selling for more than some ma- 
jors. His regular went up 2.5c per 
gal. from 16.4c (ex taxes) to 18.9c, 
compared to the 18.5c posting at 
many major outlets. 


It’s too early to tell what the ef- 
fect has been on business, There 
was some speculation that the pri- 
vate-brand stations wouid enjoy a 
boost in volume at the expense of 
the major-brand dealers. Even 
though the differential is still the 
same, the speculation arose from a 
theory that the rise would make more 
motorists price-conscious. 

A leading Independent marketer, 
who has a chain of multi-pump sta- 
tions, thought it would be two weeks 
before the effect on volume could be 
determined. Volume at his stations 
jumped 50% on Monday, the day 
Standard’s higher prices went into 
effect. This he attributed to motor- 
ists’ filling up before the general 
raise, On Tuesday, business was 
normal; Wednesday, off, and Thurs- 
day, normal. 

“You can’t draw a conclusion from 
that,” he said. He cautiously pre- 
dicted that a 2 to 5% increase in 
private-brand voi:ume might follow, 
reflecting a switch by price-buyers. 

+ * * 


California jobbers and consignees 
haven’t derived any additional mar- 
gin from the increase, and the con- 
sensus is that they won't. 

Multi-pump 


operators, on the 


whole, hiked prices 2c per gal., re- 
flecting a 0.4c gal. increase in mar- 
gin. B. E. Devere, president of 
Pathfinder Petroleum Co., told NPN 
that would cover the increased la- 
bor costs at his stations. 

Reaction within the industry has 
been vehement. One marketing of- 
ficial of a West Coast major re- 
marked to NPN, “I’ve seen more 
turn-over of opinion in my company 
this week than in any other like pe- 
riod in my 30 years with it.” 

Widespread apprehension was ex- 
pressed that the sudden impact 
might throw the market in turmoil. 


There was no gauge of public re- 
action. 

The Los Angeles Times (circ. 400,- 
000—Repub.) pubiished an editorial 
giving some background on the pe- 
titions filed with OPS last year re- 
questing higher ceilings. Very little 
has been printed in the daily press 
about those applications, so the gen- 
eral public wasn’t aware that in- 
creases had been sought since last 
year. 

Subsequently, the Times published 
two letters, one mildly approving 
and the other, sharply critical. The 
latter said rebukingly, “You, who 
supported Eisenhower, will have 
many more such distasteful defenses 
to make as the weeks go by.” 

The Los Angeles Mirror (circ. 230,- 
000—Repub.) published a pointed edi- 
torial, without referring to any in- 
dustry by name. The Mirror said, 
“Even the more ‘understandable’ and 


fact-bolstered price boosts have 
started tongues awagging in Los 
Angeles households. . . . Sharp, sud- 


den price hikes, regardless of the 
reasoning behind them, aren’t being 
swallowed too. happily. Especially 
on the heels of decontrol.”’ 


Possibly the most significant de- 
velopment emerged from the increase 
of crude oil posted prices: Canadian 
crude will hold a competitive advan- 
tage over California crude in the Pa- 
cific Northwest—when the Edmon- 
ton-Vancouver pipe line is complet- 
ed this fall. 

Alberta’s 34-gravity crude ($2.31 at 
wellhead) will cost $3.065 per bbl. 
laid down in Seattle and $3.095 per 
bbl. at Portland, according to unof- 
ficial estimates. Post price at Santa 
Fe Springs (Los Angeles Basin) for 
34-gravity crude is now $3.24. 

Factors in the outlook: About 
50,000 b/d of foreign crude are be- ~ 
ing imported. The Edmonton-Van- 
couver pipe line will be able to carry 
some 100,000 b/d, The current West 
Coast crude shortage is placed at 
100,000 b/d. 

Thus, a prospective surplus is 
abuilding. 
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lowa Jobbers Serve Notice They Will 
Continue to Push Percentage Margins 


By LEONARD CASTLE 
NPN Midwest Editor 


DES MOINES—A statement reaf- 
firming its position in favor of a per- 
centage margin plan to supplant the 
present fixed cents-per-gal. margin 
was adopted by the Iowa Independent 
Oil Jobbers Assn. at its 16th annual 
convention Feb. 18-19. 

Several years ago, the Iowa asso- 
ciation was the first jobber group to 
advocate a percentage margin plan 
and during the past few weeks sev- 
eral other state groups have swung 
behind the proposal. 

The statement approved by Iowa 
jobbers last week supported the re- 
cent action of the National Oil Job- 
bers Council in advocating “the utili- 
zation of percentage markups at all 
levels in the marketing of petroleum 
products.” 

At their busy two-day session, 
Iowa jobbers also: 

1. Accepted the resignation of J. A. 
Dennis, who is retiring as the asso- 
ciation’s executive secretary, effec- 
tive July 1. Mr. Dennis has held the 
post since Nov. 11, 1947. A successor 
will be chosen at a later date. 

2. Heard John Harper of New 
York, former chairman of NOJC, de- 
clare that it is incumbent on sup- 
plying companies to make available 
to their jobbers every competitive ad- 
vantage and weapon with which they 
equip their own direct operations. 

3. Listened to Stanton K. Smith, 
national chairman of the Oil Industry 
Information Committee, discuss the 
implications of the recent Wichita 
survey which revealed that many 
consumers of petroleum products do 
not believe the oil jobber performs 
a necessary function. (See Midwest 
Column, p. 26). 

4. Heard Roy J. Thompson, new 
chairman of NOJC, urge the smaller 
jobbers, particularly, to take advan- 
tage of Consult Your Supplier Month 
to hold across-the-table conferences 
with their supplying companies. 

Other speakers included Walter 
Hochuli, general manager of sales 
for The Texas Co., New York, and 


Hoyt Ogram of Kanotex Refining 
Co., Chicago. 


Jobber Aids—_Mr. Harper said that 
' the crux of the whole problem of 
jobber-supplier relations involves the 
question of how well the supplier 
arms his jobber with competitive ad- 
vantages and weapons. 

“The supplier in all honesty works 
out an equitable structure for his 
jobbers in which he takes great care 


to evaluate and provide for all the 
tactics and inducements of the other 
marketers,” Mr. Harper said. 

“Everything is fine until some new 
situation crops up, which was not 
contemplated. 

“In the direct operation an effec- 
tive defense, and even retaliation, is 
fairly prompt; but in the jobber op- 
eration it takes much longer for the 
supplier to check on what has hap- 
pened, and then there is a reluctance 
to make any change or concession. 

“Strange as it may seem,” Mr. 
Harper said, “jobbers are not always 
so dumb! They don’t expect the sup- 
plier to hold an umbrella over them 
and go one better than anything that 
is offered.” 

Mr. Harper said that problems 
could be worked out effectively if 
the supplier would sit down with the 
jobber when such an emergency 
arises, and lay his cards on the table 
“without going through the old rou- 
tine that such an offer just isn’t 
possible, or that they can check 
Platt’s Oilgram and see that his net- 
back is already far below the mar- 
ket.” 

Jobbers, Mr. Harper contended, are 
far more used to calculating the 
costs of retaliation than their sup- 
pliers give them credit for, and they 
can be most helpful in the formula- 
tion of strategy. 

“We don’t want to know the de- 
tails of the supplier’s earnings,” Mr. 
Harper continued, “but if he would 
only confer with us and compare his 
situation with that of the competitor, 
the jobbers would be of very material 





Ritter Becomes President 


DES MOINES — R. B. Ritter 
of Ritter & Rundle Oil Co., Wa- 
terloo, was elected president of 
the Iowa Independent Oil Job- 
bers Assn. last week, succeed- 
ing V. W. Smith, of V. W. 
Smith, Oils, Ankeny. 

F. A. Bogeart of the Hawk- 
eye Oil Co., Marshalltown, was 
named vice president, and John 
W. Schultz of Consumers Pe- 
troleum Co., Davenport, treas- 
urer. 

New directors named were 
Charles Bender of Bender 
Brothers Oil Co., Keswick; 8. 
T. Carlson, Carlson Oil Co., Des 
Moines, and Paul Green, Home 
Oil Co., Correctionville. 











assistance both from their knowledge 
of local conditions and from the 
fact that they would be willing to re- 
adjust their structure, if they could 
only cope with the opposition.” 


The answers to marketing prob- 
lems, Mr. Harper insisted, must be 
found in the field, and executives of 
integrated companies should cultivate 
the same confidence in their jobbers 
as they place in their own sales force. 

“Suppliers do not fully make use 
of the shrewdness and initiative of 
the jobbers of this country,” Mr. 
Harper said. “For too many years 
each has tried to outwit the other. 
It’s abcut time that they both for- 
got their misgivings and embarked 
on a basis of co-operation for the 
everlasting benefit of the industry.” 


Small Jobbers Have Problems—Mr. 
Thompson reported that Consult Your 
Supplier Month was observed gen- 
erally by the larger jobbers but in- 
dications were that the smaller job- 
bers, the one or two truck operators, 
didn’t think they had too many prob- 
lems to discuss with their suppliers 
and felt pretty well satisfied. 

To determine whether the smaller 
jobbers did have problems, Mr. 
Thompson called eight or 10 of them 
into private conferences at a recent 
state association convention. By ask- 
ing some leading questions, he was 
able to learn that the smaller job- 
bers did have some problems they 
should be discussing with their sup- 
pliers. Mr. Thompson then gave de- 
tails of some of the problems he 
unearthed. 

In one case, a jobber had just 
learned when he started to check 
his books that his over-all profits 
were reduced 20% this year compared 
to the previous year, and he could 
not put his finger on the reason. 

“If that be the case,” Mr. Thomp- 
son noted, “maybe his supplier could 
help him find the loophole—be there 
one.” 

Another problem brought to light 
by Mr. Thompson’s questions con- 
cerned a jobber owning an outmoded 
service station on a highway inter- 
section. Within the past six months, 
a modern station was erected on an 
opposite corner. 

“The result was,” Mr. Thompson 
explained, “he lost an appreciable 
amount of his gallonage. He claimed 
that he was not in a position to 
spend the money to competitively 
modernize this location. Evidently, 
this jobber has not seen his supplier 
within the last six months because 
if this location had any representa- 
tion value at all, the supplier should 
be interested in competing with his 
brand. Certainly, this problem could 
be discussed.” 
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WHY CHANGE OIL AND WHEN?—These men are among those who worked with D. G. Proudfoot, Pennzoil Co., in pre- 
paring the oil change recommendations adopted by the API Lubrication Committee and submitted to the Marketing Division 


for final approval. 


Left to right are: William Murray, Deep Rock, Tulsa; B. G. Symon, Shell Oil, New York; George A. 


Round, Socony-Vacuum, New York; Mr. Proudfoot (chairman of the oil change panel); George L. Neely, Standard of Califor- 
nia, San Francisco; C. R. Noll, Gulf Oil, Pittsburgh; R. Cubicciotti, L. Sonneborn Sons, Inc., New York. Mr. Symon is past 
chairman of the Lube Committee and Mr. Cubicciotti currently is vice chairman of the committee 


Lube Committee Overhauls Oil Change Rules 


By NPN Staff Writer 


DETROIT—Action on a proposed 
crankcase oil drain recommendation 
for passenger cars highlighted last 
week’s meeting of the API Lubrica- 
tion Committee here (Feb. 16-18). 


The Lube Committee approved and 
submitted to the API Division of 
Marketing for final approval a three- 
point crankcase drain recommenda- 
tion based on various factors of en- 
gine design and operating conditions. 
Approval or rejection of the recom- 
mendation by the marketing group 
will be by letter ballot. 


The oil change recommendation, 
prepared by a subcommittee headed 
by D. G. Proudfoot, Pennzoil Co., Oil 
City, Pa., spells out in detail why 
crankease oils need to be changed 
regularly and sets up three general 
mileage categories to apply under 
various operating and engine con- 
ditions. Briefly, the three drain per- 
iods are: 

City and suburban driving—1,000 
miles; 

Dusty or cold weather driving—500 
miles; 

Open highway  driving—ionger 
drain periods possible up to but not 
exceeding 2,000 miles. 

Complete text of the crankcase 
drain recommendation as submitted 


FEBRUARY 25, 1953 


to the marketing group for approval 
appears on p. 31. 

In other actions, the API Laibe 
Committee: 

1. Approved a resolution by the Ed- 
ucational Subcommittee (George A. 
Round, Socony-Vacuum, chairman) 
that the group maintain contact with 
other educational groups working 
with vocational or other schools in 
preparation of educational textbooks 
or courses concerning lubrication. 
Specifically, at this time at least, 
the action was tied in with current 
work in New York where an ad- 
visory group with oil industry repre- 
sentation is preparing material of this 
nature for use in schools. 

2. Heard a report from Carl Georgi, 
Quaker State, that the White Sul- 
phur Springs meeting, May 11-13, 
will feature a symposium of auto- 
motive and oil industry men discuss- 
ing the newly adopted API motor 
oil service clasifications and designa- 
tions. : 

3. Heard Mr. Round report that 
of 113 oil companies recently sur- 
veyed, 67 so far have adopted the 
new API oil classification system; 
nine are still undecided; two, which 
do not market oil under their own 
name, will not adopt the system; 
with the remainder unheard from. 
This compares with only 21 oil com- 
panies using the system last No- 


vember. He also announced that the 
new system will be published in the 
new SAE Handbook. Generally, ac- 
ceptance of the new system has been 
good although manufacturers of 
tractors have expressed reluctance to 
adopt the system. It is anticipated 
that this problem will receive fur- 
ther attention in the future, with the 
objective of overcoming differences 
of opinion. 

In papers presented, the Lube Com- 
mittee heard discussions covering the 
market potential for oi] filters; an 
analysis of bearing failures; a re- 
port on Chrysler’s new engine oil- 
fed torque converter followed by com- 
ment by lubrication men, and a pre- 
diction that engine demands on mo- 
tor oil will be even more complex 
in years to come. 

Oil Filters — W. S. James, Fram 
Corp., estimates that today about 
55% of all automotive engines are 
equipped with oil filters. In a break- 
down of the percent of postwar vehi- 
cles equipped with oil filters at the 
factory, Mr. James gave this data: 


~% of Total 
Vear Trucks % 
1946 ‘ 7 56 
1947 5 73 58 
1948. 5 64 
1949..... “ £ 57 57 
1950. . 5s 57 58 
1951. . : a 65 
1952. . 65 i 64 


He pointed out that in more and 
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Ethyl Corp. 
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more automotive engines, oil filters 
are being “built-in” and not attached 
with brackets and connected up with 
external piping. In the following 8 
of 19 engines being used on 1953 
passenger cars, “built-in” oil filters 
are used: Buick (V-8), Chysler, De- 
Soto, Dodge, Ford (6 cyl.), Lincoln, 
Oldsmobile and Pontiac. 


Bracket-mounted oil filters are fac- 
tory installed as either optional or 
standard equipment on the following 
1953 cars: Buick (line 8), Cadillac, 
Ford (V-8), Hudson, Kaiser, Mercury, 
Nash, Packard, Plymouth, Studebaker 
and Willys. 


Regarding the oil filter market 

potential, Mr. James said 30-odd mil- 
lion filter-equipped engines provide 
an annual potential market of over 
70 million oil filter elements, having 
a retail value of more than $140 mil- 
lion. It is estimated that currently 
only about 75% of this market is 
being filled, so there remains an un- 
filled market for oil filter elements 
grossing from $30 to $40 million per 
year. 
Mr. James estimates that by the 
start of 1954 the oil filter market 
potential will reach nearly 80 million 
elements. Compared to the potential 
at the start of 1953, this represents 
an increase in market potential of 
more than $20 million. 


Bearing Failures—Henry W. Luet- 
kemeyer, vice president, Clevite-Brush 
Development Co., Cleveland, outlined 
methods of determining the causes 
of bearing failure, listing five types: 
fatigue; seizure and wiping; corro- 
sion; erosion, and wear, abrasion and 
scoring. Of particular interest to 
lube men was the author’s frequent 
reference to the need for clean oil 
as an important factor in reducing 
bearing failures due to certain con- 
ditions, He said in part: 


“The major cause of surface fail- 
ures in heavy-duty bearings is dirt. 
Much of the foreign matter found in 
lubricating systems is of a size larg- 
er than the combined thicknesses of 
the oil film and soft bearing overlay 
and in many instances is even thick- 





Henry W. Luetkemeyer 
Clevite-Brush Develop- 





Dr. W. S. James H.R. Wolf T. C. Gleason 
Fram Corp. General Motors Chrysler Corp. 
er than the diametral clearance. converter. Inasmuch as this is, in 


When such a particle is discharged 
into the center of the bearing and 
is not embedded because of the hard- 
ness of the lining, one or a com- 
bination of the following must re- 
sult: 

ag! 
face; 

“2. Scoring of the shaft; 

“3. Breaking up of the particle 
into pieces small enough to be flushed 
through the clearance area.” 

He concluded, “The surface of a 
used bearing reflects the cleanliness 
of its engine. A large amount of 
foreign matter embedded in a soft 
babbitt lining, the scoring of a heavy- 
duty bearing, or an appreciable 
amount of shaft wear are indicative 
of excessive engine dirt. This repre- 
sents the most serious cause of bear- 
ing failure today.” 


Engine Oil-Fed Torque Converter— 
T. C. Gleason, Chrysler Corp., re- 
ported on his company,s new lubrica- 
tion set-up in which the torque con- 
verter and engine oil systems are 
united into one circuit with one oil 
reservoir. On the basis of tests con- 
ducted by his company, he reported 
the combined oil system was judged 
to be satisfactory. He added, though, 
that there remains an educational 
program for both the public and serv- 
ice personnel, with these main points 
to be remembered: 

“1. Oil filter cartridge should be 
changed every 5,000 miles. This 
need not be coincident with an oil 
change. 

“2. Oil should be changed at least 
twice seasonally. Extreme conditions 
may require changes more often. 

“3. Oil change consists of draining 
both the ‘engine crankcase and the 
torque converter. Upon refilling, en- 
tire oil charge is put into the en- 


Scoring of the bearing sur- 


gine crankcase. The amount is 
shown on the filler cap. 
“4. Following refill, the engine 


should be run on high idle (say 600 

r.p.m.) for about five minutes... 
“5. It takes about 10-12 minutes 

for the oil to drain from the torque 








general, a seasonal requirement, it 
is suggested that over-all greasing 
of the car would be well advised at 
the time.” 


C. M. Larson, Sinclair Refining Co., 
in a panel discussion of the Chrysler 
oil system, took exception to the 
manufacturer’s 5,000-mile or twice a 
year oil change recommendation. He 
said tests conducted by his com- 
pany on Chrysler Corp. cars indicated 
high contamination of engine oil over 
extended periods of driving. 


Therefore, on the basis of Sinclair’s 
tests, it is recommending for Serv- 
ice MS 2,000-mile oil drains. He 
made this point: 


“I think Chrysler Corp, has de- 
veloped a splendid, simplified, flex- 
ible design but economy through 
longer than advisable drain periods 
will defeat in the long run the serv- 
ice from these units desired by all of 
us. That’s why we cut drain periods 
to 2,000 miles.” 


H. 8. Wolf, General Motors, 
pointed out that while engine oils 
designed to meet the new API “MS” 
and “DG” service classifications or 
designations appear satisfactory in 
the Chrysler system, the same would 
not hold true in _ fully-automatic 
transmissions. Mr. Gleason in his 
paper referred to the Chrysler torque 
converter as a “semi-automatic trans- 
mission.” Mr. Wolf said Type A au- 
tomatic transmission fluids are the 
only ones recommended for use in 
fully automatic transmissions. 


Future Engine Oil Requirements— 
Earl Bartholomew, Ethyl Corp., pre- 
dicted, “No end is in sight for the 
trends toward higher compression 
ratios and increased power per cubic 
inch of displacement, hence even 
greater fortification of oils against 
the different types of oxidation will 
probably be necessary.” He also de- 
scribed in detail the oil industry’s 
role in the past 25 years of develop- 
ing better motor oils to handle great- 
er demands imposed by improved and 
more powerful engines. By HLR. 
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Text of Oil Drain Recommendations 


NPN publishes herewith the complete text of the oil change 
recommendations approved by the API Lubrication Committee last 


week. 


Though approved by the Lube Committee, the recommendations 
cannot yet be considered as an industry-approved recommendation. 
The proposal is being submitted to the API Marketing Division for 


approval by letter ballot. 


* 


One of the questions the motorist 
asks frequently is, “When should I 
drain my crankcase oil?” 


Unfortunately, there is no simple 
answer to this question in terms of 
either mileage or time because so 
many different factors combine to 
affect oil condition and, hence, the 
mileage at which it should be drained. 
Because of these variables, it is im- 
possible to give any one mileage 
figures which is correct for every 
engine design and for all driving 
conditions. 


Between the automobile manufac- 
turers and the oil marketers there 
is little or no difference of opinion 
concerning the reasons why crank- 
case oil should be drained period- 
ically. The automobile manufac- 
turers, because of differences in the 
designs of their engines, differ among 
themselves in their recommendations 
concerning when crankcases should be 
drained, but because they wish to 
stress the economy of their designs 
they all tend to emphasize the longest 
practical drain period under favorable 
driving conditions. Without excep- 
tion, however, in their instruction 
books and service literature, they 
point out the need for more frequent 
draining under less favorable or ad- 
verse driving conditions which they 
all describe in the same general 
terms. 

In order to insure the owner against 
trouble, the oil marketers emphasize 
these less favorable or adverse con- 
ditions since they, represent a very 
substantial proportion of the normal 
operation of motor cars; hence, the 
two industries are in quite substantial 
agreement in their recommendations. 
This fact will be apparent when the 
reasons for crankcase draining and 
the variables which affect used oil 
condition are understood. These are 
explained in the following para- 
graphs: 

Why Drain—Stated briefly, crank- 
ease oil has to be drained because 
it becomes contaminated progressive- 
ly by materials from the fuel, from 
the oil, and by dust from outside the 
engine. In time, these contaminants 
inpair engine performance and in- 
crease wear. In the following para- 
graphs these materials, their sources 
and effects are described. 

Soot and other solids from fuel 
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combustion tend gradually to clog 
oil control rings and increase oil 
consumption. 

Water is always formed when gas- 
oline burns. When an engine is 
started or run cold, some of the water 
collects on cylinder walls, thereby in- 
creasing wear. This water also gets 
down into the crankcase where it 
becomes mixed with blowby soot 
and other solids, forming a _ soft 
sludge. This sludge deposits on 
timing gears, oil pump screens, valve 
mechanisms, and other vital engine 
parts, impairing lubrication and re- 
ducing engine life. Cooling system 
leaks are another source of water 
which may in some cases further con- 
taminate the oil with antifreeze so- 
lution. 

Acids are formed by fuel combus- 
tion regardless of gasoline quality. 
Combined with water they cause cor- 
rosive wear of cylinders, rings and 
pistons. 

Lacquer which affects valve opera- 
tion and causes gumming of rings, 
pistons and bearings is sometimes a 
product of poor combustion. 

Fuel not vaporized while engines 


are starting and warming up, or when 
run or idled cold, thins the oil film 
on the cylinder walls and dilutes the 
crankcase oil supply, reducing its 
lubricating value. 

Sludge and lacquer deposits and 
wear resulting from fuel and fuel 
combustion products are greatest, and 
their effects on engine operation 
and condition are most serious when 
engines are run cold and vehicles are 
used on short runs in start and stop 
service. The colder the weather and 
the more an engine is idled cold, 
the worse are the effects. The time 
the engine is run, rather than the 
mileage is important in this type of 
operation. 


Road and other dust is abrasive 
and causes wear. Air cleaners vary 
widely in efficiency depending on de- 
sign and how often they are serviced. 
Hence, they do not remove all dust; 
some is always going into the engine 
through the carburetor and _ the 
crankcase ventilating system. 

Oil acts as a carrier for all con- 
taminants. Furthermore, in high 
temperature service, oil itself may 
contribute to lacquer and sludge for- 
mation and may become corrosive 
if it is used too long. 


When to Drain—The rate at which 
all contaminants collect in the crank- 
case oil depends upon the miles or 
hours the engine is run, the condi- 
tions under which it operates, and 
the design and mechanical condition 
of the engine itself. Factors such 
as crankcase capacity, oil filter and 
air cleaner design and condition also 
influence the rate of accumulation of 
deposits and abrasives. Of all these, 
the kind of operating or driving con- 
dition is the most important in de- 
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Speed deliveries—prevent leakage—save spill- 
age—by using EVER-TITE Couplings. They give 


a quick, sealed connection that stays tight. 


And 


their durable bronze construction gives years of de- 
pendable service. 


There’s an EVER-TITE for every need—with EVER- 
TITE quality throughout. Ask your distributor now. 
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EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 
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Gasoline Transports—aA full line of Bunker-C Transports—Equipped with Casinghead Transports—With parallel Chemical Tras 
single and tandem axle models, trains 6-inch gate valves and 6-inch internal twin cylinder tanks, 10-gauge hi- liquid chemi« 
and frameless units. wheel valves. tensile steel shell and 3/16 inch heads. exact haulin; 
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Mr. ELDON MILLER, of Eldon Miller, Inc. 
lowa City, lowa 


Eldon Miller, inc., uses Fruehauf Gravity Tandem Tank-Trailers 
like this one to speed petroleum product deliveries to cus- 
tomers throughout a wide midwestern area. Eldon Miller 
customers are served by nine company-owned terminals in 
four states. 
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THE SOUND ENGINEERING and quality 
construction of Fruehauf Trailers has bene- 
fited Eldon Miller, Inc., three important 
ways, says Mr. Miller: ‘First, Fruehauf’s 
exclusive mechanical features, like the com- 
pletely- guaranteed Gravity Tandem Sus- 
pension, help us do our hauling job more 
efficiently. Second, Fruehauf’s built-in strength 
and stamina give us more miles on the road, 
fewer hours in the shop. Third, Fruehauf’s 
precision-engineering helps us take all roads 
and load stresses in stride. We’re convinced 
Fruehauf Trailers are right for our tough 
job. And what’s more, Fruehauf’s nation- 
wide network of factory service facilities 


gets our vote for the service we need, when 
and where we need it!”’ 

Fruehauf Trailers will do a whale of a 
job for your business, too. Why not contact 
your nearby Fruehauf representative? He’ll 
be glad to demonstrate the many profit- 
building advantages your business can realize 
with Fruehauf Trailers. Write today for your 
free Fruehauf Tank Catalog; it’s the most 
complete in the industry! 


World's Largest Builder of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 


TRAILERS 


‘sports—For every type of 
al, specially designed for 


_ requirements. 


Truck-Tanks—In a wide range of capac- 
ities, with an almost unlimited number 
of optional design features. 


“ENGINEERED TRANSPORTATION” 
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ciding when crankcase oil should be 
drained. 

These conditions can be defined in 
general terms as follows: 


City and Suburban Driving—tThis 
represents the ordinary use of a 
family car or light truck driven main- 
ly on short run, start-and-stop service 
on paved roads under moderate air 
temperatures. It also includes some 
longer distance travel at normal 
speeds. In such service, crankcases 
of average capacity should be drained 
approximately every 1,000 miles. 

It has been determined that at least 
two-thirds of passenger car driving 
is under these conditions. 


Dusty or Cold Weather Driving— 
Vehicle operation in freezing and sub- 
freezing weather, especially in start- 
and-stop driving with much engine 
idling, is one form of severe or ad- 
verse service. The hours that the 
engine operates or idles rather than 
miles that the car is driven is the 
more important factor affecting oil 
contamination. Crankcases should be 
drained after not over 60 days or 500 
miles of travel. In extreme cases, 
even more frequent draining may be 
necessary. 

Consistent driving over dusty roads 
is another adverse condition. Drain 
at 500 miles or more often, depending 


upon the severity of the dust condi- 
tions. For example, if a vehicle is 
driven through a dust storm, the oil 
should be drained as soon as possible. 
Air cleaners should be serviced when 
the oil is changed. 

Open Highway Driving—The most 
favorable driving condition is es- 
sentially open highway, intercity 
travel on paved, dust-free roads with 
little or no engine idling. In such 
service, the engine operates at effi- 
cient temperatures with good fuel 
combustion. Using high quality oils, 
there is little or no oxidation and re- 
sultant deposit formation. Design 
details, such as large crankcase 
capacities, are also favorable factors. 
Under such conditions crankcase 
oil may be drained at somewhat 
longer mileage than that recom- 
mended for city and suburban driving, 
but not to exceed 2,000 miles. 

Summary—Experience has shown 
beyond question that fresh, clean oil 
of high quality, proper type, and 
correct SAE viscosity grade never 
injured any engine, but prolonged 
use of contaminated oil has caused 
costly trouble of many kinds. Hence, 
regular draining at reasonable in- 
tervals depending upon driving con- 
ditions must be considered as low 
cost insurance against impaired per- 
formance and shortened engine life. 


Cities Service to Build 
Terminal at Toledo 
NPN News Bureau 

NEW YORK — Construction is 
scheduled to start this spring on a 
$757,000 Cities Service tank farm and 
pipe line terminal at Toledo, Ohio, to 
tie in with the Wolverine products 
line now being built from East Chica- 
go to the Detroit and Toledo areas. 
Completion is expected next fall. 

Cities Service recently bought the 
terminal site on the Maumee River 
from the Baltimore & Ohio Railroad, 
and has obtained fast tax write-off 
approval. Additional dock facilities to 
accommodate Great Lakes Tankers 
also are contemplated, the company 
said. 

Ashland Oil & Refining will use 
part of the terminal facilities. 


Union Markets New Oil 
NPN News Bureau 
LOS ANGELES — Union Oil of 
California reported it is bringing out 
a new “all-climate” motor oil for 
high-compression engines. The com- 
pany asserts the oil need not be 
changed because of temperature 
fluctuation. Designation is “Royal 
Triton 5-20” (referring to SAE grades 
from 5W to SAE 20). 








FOR YOU! 


All over the country, motorists are 
following the lead of the U. S. Army 
Ordnance Committee and giving this HI-V-1 


Mil-O-2104 grade oil their full approval 
for heavy-duty service. They‘re asking for 


it by name . . . they want this premium 
heavy-duty oil that gives below-zero and 
above-boiling protection . . . they want 
this oil that improves engine perform- 
ance, with less consumption! 

Dealers want it too, because it’s a 
money-maker for them. How about you? 
If you’re interested in more money from 
motor oil sales, write, wire or phone 
for full details on available dealerships 
in your territory! 
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West's Prices Up; Steady to Lower Elsewhere 


Price news the past week mostly concerned higher 
quotations on the West Coast following California Stand- 
ard’s general boost of Feb. 16, Elsewhere in the nation, 
prices at refineries and terminals either managed to hold 
steady or slipped in amounts up to 0.5c per gal. at points 
in the Midwest and the Mid-Continent. 

Retail gasoline developments also appeared to be more 
prominent than recently. In addition to general increases 
in pump prices on the West Coast, higher retail prices 
were indicated in St. Louis, Mo., and Lansing, Mich., 
but prices declined in Hartford, Conn., and Wheeling, 
West Va. (see p. 36 for details). 

Union Oil Co. of California, General Petroleum, and 
Richfield, in that order, were the first three major sup- 
pliers to follow the price rises instituted by California 
Standard, and by the end of this week all other California 
marketers had announced increases. 

Union’s boosts in product prices generally were similar 
to those of Standard—1.6c per gal. for gasoline at whole- 
sale, 1.8c for Diesel fuel, and 10c per bbl. for heavy fuel, 
effective Feb. 16. As a buyer of crude oil, Union matched 
the increased postings that Standard had announced in 
the fields where both companies purchased. 

General Petroleum’s hikes were announced on Feb. 18, 
the company stating that it “met higher prices offered for 
crude by competitors ... retroactive to Feb. 16.” In 
the Los Angeles Basin, General gasoline and kerosine 
wholesale prices were up 1.6c per gal.; stove oil and 
distillates, 1.8c; and heavy fuel oils, 10c per bbl. General 
stated that it buys over 40,000 6/d of California crude. 

Deploring the lack of conservation laws in California 
as a cause of price rises, Richfield raised its prices along 
the same lines as Standard, Union, and General—boost- 
ing gasoline 1.6c per gal., distillates 1.8c, and fuel oil 
10c per bbl. in its Los Angeles, San Francisco, Seattle, 
and Portland marketing areas. 

In announcing the increases, Richfield’s president 
Charles S. Jones issued the following statement: 

“We are just as concerned as all our consumers about 
the gasoline prices which are now in effect. 

“These prices are necessary under existing conditions 
of supply, demand and cost, but they might not have been 
necessary if the industry had been permitted to develop 
its oil reserves properly in the past. 

“If proper conservation methods were adopted in Cali- 
fornia they might well result in lower gasoline prices in 
the future. 

“Because California has not had proper oil conserva- 
tion laws governing recovery of oi] from known reserves, 
there has been left in the ground—lost for all time— 
enough daily production of oil to have equalled the bil- 
lions of barrels we now must import.” 

Richfield carried its explanation of the price hikes in 
full-page advertisements in 149 daily newspapers in its 
marketing area of California, Oregon, Washington, Ari- 
zona, Nevada, and Idaho. 


While other major and Independent West Coast buyers 
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of crude followed the Feb, 16 price hikes, the move—giv- 
ing the larger increases to the high gravities—was not 
without delay in some quarters and criticism from others. 

California individual producers expressed dissatisfac- 
tion over the structure of the West Coast crude boosts, 
according to Stark Fox, executive vice president of Oil 
Producers Agency of California. 


Individual producers complained about the “low” in- 
creases posted for lower gravity crudes in relation to in- 
creases for high gravities. In making the increases on 
Feb. 16, major buyers advanced from 10c per bbl. for 
14 gravity and below to 50c per bbl. for 35 gravity and 
above. 

The committee of individual producers, first to peti- 
tion the Office of Price Stabilization for higher crude 
oil ceilings in April, 1952, had requested increases rang- 
ing from 70c per bbl. for crude below 10 gravity up to 
3c per bbl. in the 25-30 gravity range. The new in- 
creases were “inverse in structure,” some producers said. 
They also contended that the lower-gravity prices were 
“depressed” by the pre-Korean bunker surplus, and then 
frozen at those levels before they recovered. 


Marine fuel prices on the West Coast also felt the price 
hikes. In New York, Esso Export Corp. reported that 
its supplier’s prices for ex terminal deliveries of bunker 
“C” fuel and marine Diesel medium fuel oil had been 
increased 10c and 76c per bbl., for the two products re- 
spectively, at principal West Coast and Territory of 
Hawaii ports, effective Feb, 16. 

New schedule of Esso’s supplying company at these 
points follows: 


Diesel 
Port Medium 
San Francisco, Calif. (Richmond) ‘ ™ 41 
Los Angeles Harbor, Calif. (San Pedro) : 4.20 
Portland, Ore. (Willbridge) \ 4.62 
Astoria, Ore. 
Seattle, Wash. (Point Wells) " 4. 62 
Honolulu, T. H. 


2.30 5.44 
(*) Premium grade of Bunker Fuel available at 15c bbl. additional. 
(**) Premium grade only available. 


Price changes east of the Rockies, on the other hand, 
generally were on the downside. 

Natural gasoline slumped again—the third time this 
year—when a manufacturer reduced his quotations to 
5.5c Group 3, and 5c Breckenridge, down 0.375c per gal. 
for Grade 26-70. 

In Chicago, No, 6 fuel oil prices were lower for truck 
transport lots, and ranged from 5.6c to 5.59c per gal. 
when a supplier reduced by 0.1c per gal. 

Two refiners in Oklahoma reduced their quotations for 
burning oils, but these did not affect the range of prices 
reported by refiners. However, most trade indications 
were that Oklahoma light fuel quotations could be 
“shaded” substantially on a firm bid. 

In the Southwest, a refiner made reductions ranging 
from 0.5 to 1c per gal. in his prices for South Texas pale 
and red neutral oils. 

At New York Harbor, two more suppliers were re- 
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* . . 
Summary of Daily Gasoline Prices (Feb. 17 through Feb. 23) 
eotes Friday Thursday Wednesday Tuesday 
Motor Gasoline 93 Oct, (Premium): Feb. Feb. 20 Feb. 19 Feb. 18 Feb. 17 
N, Tex. (Texas & New Mex, shpt.) .. 13.2-13.25(2) ot or 25(2) 13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 
Ww. Tex. (Texas & New Mex. shpt.) .. 5 12.5 12.5 12.5 
E. 74 Truck eC eccceccccecce 12.25 12:35 12.25 12.25 «12.25 
he Gasoline 90 Oct. (Premium): 
x, Tex. (Texas & New Mex. shpt.) .. 12.75(2) 12.75(2) 12.75(2) 12.75(2) 12.75(2) 
. Tex, (exes & New Mex. ahpt.) oe 12.5-12.75 12.5-12.75 12.5-12.75 12.5-12.75 75 
Eten (truck Tnsp.) ....- ee 11.75-12.75 11.75-12.75 11.75-12.75 11.75-12.75 11,.75-12.75 
ent. W. Tex. (Truck Tnsp.) ence eoee cece eees cose eoce 
Motor Gasoline 88 Oct. (Premium): ® 
Okla., Group 3 (Okla. shpt.) ........ (3)11.5-11.875 (3)11.5-11.875 (2332 ee (3322 -o ee (3)11.5-11.875 
Okla., Grou; Pp 3 (Northern ahpt:} sees (6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 tre tees (6)11.375-11.75 
Midwestern Paroup 3 basis ogee (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.7! (4)11.375-11. 
N, Tex. (Texas & New Mex, shpt.) .. 1. x 11.75-12.7 11. > 12.75 11.75-12 11.75-12.75 
W, Tex. (Texas & New M 12 132) 1242 12(2) 2(2 
BE. Tex, (Truck (2)11.75-12 (2) 11. 76-12 (2)11.75-12 (2)11.75-12 
Cent. W. Tex. 12 12 12 12 
Motor Gasoline 86 Oct. (Premium): 
ey, r ~4 (Ramee & Rew Mex. snot.) $e s4°° ue is sat PP 
E. Tex. (Truck Tnsp.) . w9e ee nt ae ee 11.75 11.75 11.75 11.75 11.75 
Motor Gasoline $4 Oct. (Regular): 
w. Tex. ed y 4 New Mex, shpt.) .. 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 
Tex. & New Mex, shpt.) .. 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 10. 75-11.25 
E. Tex. (track BOSD). acccenecrcesces 10.75-11.25 ° 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
Cent. W. Tex, (Truck Tnsp.) ........ eeee tees sees sees eoee 
Motor Gasoline 82 Oct. (Regular): 
Okla., Group 3 (Sele, shpt. eeeees (4)10.5-10.875 (4)10. 5-10.875 (4)10.5-10.875 (4)10.5-10.875 (4)10.5-10.875 
Okla., Grou roup 3 (Northern pt.) e«e+ (6)10.375-10.625 (6)10.375-10.625 (610. 375-10. + a 6)10.375-10. ad (6) 10.375-10.625 
Midwestern idvenp 3 basis) ........+. (5)10.375-10.5 (5)10.375-10.5 (5)10.375-10. 6)10.375-10.5 (5)10.375-10.5 
ex. (Texas & New Mex. shpt.) (2)10.75-11.25 (2)10.75-11,25 (2) 10. Toil 25 (2)10.75-11.25 (2)10.75-11.25 
W. Tex. (Texas & “ar Mex, ~—. ) (2)10.75-11(2) 10.75-11(2) 10.75-11(2) 10.75-11(2) 10.75-11(2) 
E. Tex, (Truck Tnsp. (2)10.75-11(2) (23 > 75-11 (2)30. 75-11 (2)10. 75-11 (2)10.75-11 
Cent. W. Tex. (Truck rhsp. jee .75 0.75 10.75 10.75 10.75 
Motor Gasoline 60 Oct, M Pe below: 

Okla., Group 3 (Okla. P abe ssecve 9.625-10.125 9.625-10.125 9.625-10.125 625-1 9.625-10.125 
Okla., Group 3 rae ane pt.) oeoe 9.5-9.875 9.5-9.875 . oe! ay ay 9.5-9.875 
Midwestern (Group 3 basis) ......... 9.625-9.75 9.625-9.7: 9.75 9. 9.625-9.75 
N. Tex. (Texas & New Mex. shpt.) .. (2)9.75-10.8 (2)9. M1 os (28. 75-100 Ss ¢2)9. T5108 (2)9.75-10.8 
W. Tex. (eeaae & New » SR.) «: 10.25-10.5 10.25-10. 10.25-10. 10.25-10. 10.25-10.5 
E. Tex, (truck Tn ase 3 ae 5 9.875-10. 5 9.875-10. 4 7 815-10. ; 9.875-10.5 

Cent. W. Tex. (Truck. Tnap.) ......0. 10 10 10 
Motor Gasoline 92 Oct. (Premium): 
ee eee BONE, cess eres cesccces’s 13.85-15 85-1 13.85-15 13.85-15 13.85-15 
New York harbor, barges ...........+. 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 
DEL Gin tedhchacvecenss eos eese 15.15-15.2 fom 2 15.15-15.2 15.15-15.2 18.15-15.2 
a llermenlipecenpene epee: am 12.9-15(2) 139-1502) 12:°15(2) 12:9-15(2) 
Baltimore, barges .................... 12:8 ‘ 12.8 12.8 12.8 
— ee 90 Oct, (Premium): 
ew DAIDOE o.oo cc cvcccvccccccccs 13.85-14. .-85-14.35 13.85-14.35 13.85-14.35 13.85-14.35 
New York harbor, barges .......... o® 13.75-14.25 13.75-14.25 13.75-14.25 13.75-14.25 13.75-14.25 
Philade! ae SRAsesheuesocececeonenes 15.15 15 15.15 15.15 15.15 
Sores WES 640 00 cv cbedsoces 15. 05, 15.05 15.05 15.05 
Baljtimore Sudeetensccecece sess cv 12.9-13.25 12.9-13.25 12.9-13.25 12.9-13.25 12.9-13.25 
Baltimore, MMA Fesscscacsscacecs s 12.8-13 2.8-13 12.8-13 12.8-13 12.8-13 
Motor Gasoline 86 Oct. (Regular): 
harbor ........ 12.85-13.6 12.85-13. 12.85-13.6 12. ata} 6 12.85-1 
harbor, barges 12-5-13.4 12.5-13.4 12.5-13,4 * 12.5-13.4 12.5-13.4 
Ceeeccccccsce (2)13.7-13.9 (2)13.7-13.9 (2)13.7-13.9 (2% 7-13.9 (2)13.7-13. 
BOB cccccses 13.6-13.8 13.6-13.8 13.7-13. 3.6-13.8 13.6-13.8 
+es- tte eeeeesesses ¢oee 11.9-13.5 11.9-13.5 11.9-13.5 it: ery 5 11.9-13.5 
DU 64 Chon ad edieeas 11.8-12 11.8-12 11.8-12 11.8-12 11.8-12 
Western — ye ae 
90 Oct. tees 13.75-14 13.75-14 13.75-14 13.75-14 13.75-14 
86 Oct. ‘a TF) ates 12.75(2) 12.75(2) 12.75(2) 12.75(2) 12.75(2) 
Western Penna., Oil City: 
OD OOk, CORI) icc cdnscescvdcccccs . 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 
86 Oct. (Regular) Secesccccevecsoe ° 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 
Western Penua., Pittsburgh: 
We GUE, SED | vch'c cab dees on bandos 13.9(2) 13.9(2) 13.9(2) 13.9(2) 13.9(2) 
OW GME, CIO 16s cose sacccenaons 12.9(2) 12.9(2) 12.9(2) 12:902) 12.9(2) 
ported “meeting competition” at $1.90 per bbl. on tank fining districts. Except for propane increases on the 





car and barge sales of No. 6 fuel. This price was 10c 
lower than generally posted at New York. 

In Pennsylvania, where crude prices were hiked 15c per 
bbl. on Feb, 16, product prices continued unchanged. 

Trading in bulk lots of refined products was quiet in 
all areas, according to reports, The increases in gaso- 
line prices on the West Coast prompted some refiners at 
the Gulf to offer cargo lots for shipment to California 
through the Panama Canal. However, no trades were 
closed, sources said, and these mainly would have been 
dependent on “depressed” rates for ocean transportation. 

Specialty products continued slow-moving in all re- 


West Coast, LP-gas prices were “just holding steady,” 
in most areas (see p. 45). 

Details of retail gasoline price developments follow. 
Prices are exclusive of state and federal taxes, the 
amounts of which are indicated in parentheses. 

Hartford (6c)—Tank wagon postings of most majors 
off 0.9c to 13.9c in new outbreak of cutting. A retail 
private brand outlet dropped to 15.9c, with some sta- 
tions handling major brands as low as 16.9c. However, 
tendency at most stations appeared to be to reduce to 
17.9c in this “long depressed” area. 

Lansing (6.5c)—Most retail stations have boosted ic 
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per gal. to restore the pre-price-contro] “normal” mar- 
gin, according to reports to NPN. Regular-grade at most 
stations, after increases, was posted at prices ranging 
from 22.5 to 22.7c. 

Los Angeles (6.5c)—Retail prices up generally mini- 
mum of 1.6c including stations operated by Wilshire, 
Century, Fletcher, Cal State, and Rothschild. The lat- 
ter’s multi-pumps showed prices up 2c, and Frank Urich 
has increased his retail postings 2.5c to 18.4c for regu- 
lar-grade and 21.4c for premium. 

St. Louis (6c)—Price war ended when most stations 
went up to 19.4c for major brands and 17.4c for private 
brands, Clark’s Supergas at 19.9c. All prices reflect 
boosts ranging from 4.5 to 5.5c over those in effect during 
four-month-old gallonage fight. 

Wheeling (7c)—Price cutting broke out when a num- 
ber of stations reduced 2c to 16.9c, and one private brand 
cut the same amount to 14.9c. Tank wagon prices un- 
changed generally at 16c for regular-grade. 


GULF COAST 
Interest in Gas Oil High 


Buyers had their eye on gas oil at the Gulf during the 
past week, according to the reports of refiners and cargo 
traders, The occasioning of the interest in gas oi] came 
from orders from a number of foreign countries. As for 
gasoline, higher prices on the East Coast and bulging in- 
ventories of the product on the Gulf prompted cargo 
traders to try and put a sale together. 

The gas oil question was a “puzzler” to many refiners 


and traders, and particularly in the light of a variety of © 


conflicting reports. Germany, Sweden, Belgium and 
Argentina were known to be interested buyers of 48-52 
d.i., and reports generally have indicated that a large 
share of the gas oil output at the Gulf already was com- 
mitted to countries that formerly were supplied out of 
Abadan. Therefore, the first “report” that caused trad- 
ers to “sit up and take notice” was that a number of of- 
ferings of gas oil had been made to Germany at prices 
the equivalent of “low Oilgram” (8.125c at the time of 
the offering). However, trade sources subsequently tried 
to “discount” these advices, some saying that the offer- 
ings originated either in France or the Persian Gulf, and 
in either event there probably was a transportation fac- 
tor which, at USMC minus 40% ship rates, probably 
“figures back” to the Gulf to about 8.5c per gal. Mean- 
while, at the Gulf, refiners said that bids for 48-52 d.i. 
ranged from 8.125 to 8.25c, firm; and there also were re- 
ports that some foreign buyers—-perhaps from Japan— 
were exploring the possibility of purchasing PS 300 
fuel oil on the West Coast. 

With the German reports, and the West Coast reports, 
indications generally were that gas oil at the Gulf was 
hard to find. On the other hand, two cargoes of 48-52 
d.i. reportedly were covered at the Gulf, and one of them 
was said to have sold at 8.125c. 

These reports of sales brought up the “domestic qués- 
tion” on distillates, and it was known that many refiners 
at the Gulf whose sales of No. 2 fuel this season have 
been lower than anticipated have “diverted” a portion 
of their distillate production with a d.i. index into the 
export trade. The upshot was that distillate prices held 
firm at the Gulf, with export demands apparently filling 
out any gaps left by reduced requirements from the 
northern U. §, light fuel consuming areas. 

Trading in gasoline and heavy fuel was quiet, with 
prices somewhat on the “easy” side. This opinion was 
widespread that the “next several weeks may be import- 
ant ones for gasoline,” for most refiners had some sur- 
plus. Some refingrs said that they were approached to 
sell 83 oct. regular-grade for movement to the West Coast, 
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Explanations of Price Tables 


The reader’s attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
36 and the price tables appearing on pages 39-44 
of this issue. 

The letter “X” indicates a change in prices; if 
the change is on the low of the price range, the 
“X” is adjacent to the low; if the change is on 
the high of the price change, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 


Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 42 all prices reported are shown. In 
all other tables, only the lows and highs of 
the ranges of prices are shown, no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to in- 
dicate the number of companies contacted for 
prices for each product, Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











but most of these negotiations fell through, and all of 
them were dependent on obtaining ocean transportation 
at extremely “low” rates, Quotations reported by re- 
finers continued to range upward from 10.75c for 83 oct. 
regular-grade and from lic for 86. 


ATLANTIC COAST 


Resellers Buying Cautiously 


The aftermath of the tugboat and barge strikes that 
tied up much of Atlantic Coast proved a period of slow 
buying as far as many of the seaboard resellers were 
concerned. Both light and heavy fuel prices were some- 
what “easy,” and stocks of gasoline were such that sales 
generally were confined to regular-customer channels. 

Additional reports of No. 6 fuel offered in tank car 
and barge lots at $1.90 at New York Harbor were re- 
ceived. However, the general run of heavy fuel prices 
at New York continued $2.00 per bbl. for tank car, barge, 
and ships’ bunker lots. 

The tugboat and barge strikes left many reseller termi- 
nals in the metropolitan New York Harbor in “ideal” 
spring inventory condition—low on heating oils and heavy 
fuel. With the weather looking every day more like March 
than February resellers quite naturally were buying along 
cautious lines. No. 2 fuel offerings, however, were not 
onerous, according to many reports, although at least 
one major was “long” on kerosine to the extent of “sev- 
eral hundred thousand barrels” at New York. 

At New York Harbor, occasional barge lots of No. 2 
fuel reportedly could be purchased at prices ranging 
down to 9.4c per gal., although terminal operators and 
refiners continued to quote 9.65c. One cargo of No. 2 
fuel was available at 9.05c, delivered New York, it was 
said. 

Again at New York, spot kerosine was said to be avail- 
able at “discounts” ranging up to 0.5c per gal., but this 
was not confirmed. 

Consensus in the trade was that the softest spot along 
the coast was the truck-and-trailer industrial fuel oil 
market in metropolitan New York. Efforts to find new 
No. 6 fuel customers continued active both in this area 
and in Boston, according to reports. 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Oar 
Wed, BB ccc cwesvvesscccvsces 15.34* 11.77 
Month AGO occcccsitcccesss 15.23 11.63 


WOOF AGS ccccccccictegcvesas 15.08 il. 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. ¥. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 

*Previous week's figures revised to read as follows: Feb. 
2 and 9, 15.25; Feb, 16, 15.34. 











CHICAGO DISTRICT 
No. 6 Fuel Prices Dip 0.1c 


Prices for No. 6 fuel were down on both range low 
and high in Chicago District last week when one sup- 
plier cut his price 0.1c and another 0.125c per gal. Light 
fuels, principally No, 2 fuel, were available at “discounts,” 
but trading was quiet. Gasoline also was quiet. 

A 48-hour zero wave sandwiched between two mild 
spells brought a brief flurry of demand for light and 
heavy fuels. Suppliers said, however, that surge in 
shipments was brief and only pointed to how narrow the 
inventory margins were at secondary level of supply. 

Quotations for No. 6 high sulfur fuel ranged from 5.6 
to 5.95c, FOB Chicago District, down 0.1c on the low. 
Prices for low-sulfur No. 6 ranged from 5.9 to 6.05c, 
down 0.125c on the high side. In both instances, reduc- 
tions in range of quotations matched those of the two sup- 
pliers. 

Trade sources said No, 2 fuel was offered at “discount” 
prices of 9.5c, 9.625c and 9.75c, FOB Chicago District, 
for resale. Material offered at 9.5c, however, was limited 
to minimum amounts of 50,000-gal. lots and specified im- 
mediate payment. No trading was disclosed on this basis, 
but transport-lot sales of No. 2 fuel at 9.75c were reported 
by brokers. Suppliers’ quotations for No. 2 to the trade 
ranged from 9.9 to 10.25c. 


CENTRAL MICHIGAN 


Prices, Demand Remain Steady 


A short-lived cold spell did little to change demand 
for any product in Central Michigan last week. Re- 
finers’ prices were unchanged for all products, Trad- 
ing continued quiet, but an inter-refinery purchase of 
prime white distillate was disclosed. Higher octane 
grades of gasoline were said to be “on short side” of 
being in balance. 

Purchase of 10,000 bbls. of prime white distillate, in- 
ter-refinery basis, at an undisclosed price was reported 
by refiner. Buyer said he had to “shop around” to fill 
his requirements. No. 2 fuel, on the other hand, was 
readily available in open market. 

Suppliers’ reports on status of residuals still conflicted. 
While three refiners said they were “out of product,” 
others declared that No. 6 fuel still was in general sur- 
plus and prices “still soft.” 


MIDWESTERN (Chicago-E. St. Lovis Area) 
Light Fuels Drop Another 0.125c 


Prices for all grades of light fuels, except No. 2 fuel, 
took another 0.125c dip in Midwest last week. No. 6 
fuel prices also ranged 5c per bbl. lower. Gasoline was 
quiet, but trade sources said first sign of spring interest 
was being shown by buyers “looking over” the market. 
No trading was disclosed in any product. 

Light fuels taking additional 0.125c cuts, all on range 
lows, were: 41-43 and 42-44 kerosine, 8.5 to 9c; 58 d.i. 
Diesel fuel, 8.25c to 8.75c; No. 1 fuel, 7.75 to 8.75c. Tank 
car marketers offered No. 2 fuel from 6.875¢c and No. 1 
fuel from 7.625c. Some Great Lakes pipe line shippers 
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said the 48-hour cold wave helped to relieve a little of 
the congestion of light fuels at terminal points, but one 
said “extra” amount of product taken out amounted to 
only a “drop in the bucket.” 

Refiners’ prices for No. 6 fuel ranged from $0.85 to $1, 
down 5c on the range low, following like reduction by 
one refiner. Most marketers continued to offer No. 6 
from $0.80; one, however, lowered his price 2.5c to $0.775, 
Group 3, but reported no sales. Marketers generally 
said there was “just no demand” for No. 6 fuel. 


WESTERN PENNA. 


Prices Unchanged Despite Crude Rise 

Refiners’ quotations for all products, FOB refinery in 
Western Penna., were unchanged following the Feb. 16 
advance in prices posted for Penna, grade crudes. While 
all refiners reported meeting the 15c per bbl. crude in- 
crease, they also individually asserted that product price 
increases at this time were “not warranted.” Few prod- 
ucts could bear higher pricing, they said, with lubricating 
oil buying pared to minimum, scale wax demand only fair 
with export buying nil, gasoline ample and No. 2 fuel 
oil still controlled. 

At same time, “pinch” might develop on finished pe- 
trolatum supply, should the largest plant continue strike- 
bound, it was said. One refiner reported increasing his 
export prices 0.125c to 7c for snow white, and to 5.125c 
for amber, FAS New York. Two weeks earlier, snow 
white was reported available at 6.75c, same basis. 

Apart from product prices at refineries, one refiner 
stated he had increased his price 1c for crude (dark 
green) petrolatum, and one branded motor oil manu- 
facturer reportedly had increased his retail prices for 
heavy duty types following the crude price advance. 

Lube buyers continued to “hold off,” refiners said. 
Scarcely any trading was reported during the week, al- 
though some pointed out that inquiries were more num- 
erous with considerable “shopping around” in evidence, 
Several export cylinder stock inquiries were renewed, but 
in some instances buyers of these grades were asking 
options of one to two months. Status of various lubes 
was unchanged, with 200 vis. neutral said to be most 
firm, bright stock fairly firm, while light neutral oil 
and cylinder stocks were weak. 


MID-CONTINENT 


Fuel Oil Prices Decline 


Distillate and residual fuels were quoted lower by sev- 
eral Mid-Continent refiners the past week, as relatively 
mild weather continued to cause light and heavy fuel in- 
ventories to build up at northern pipe line terminals and 
at refineries. Lubricating oi] market showed no improve- 
ment, while gasoline trading remained dormant. Little 
open market activity was disclosed. 

Burning oils were quoted lower in Kansas, Oklahoma 
and Arkansas. Heavy fuel was off 5c, to $0.85 in Okla- 
homa. Only price increase reported during week was by 
an East Texas refiner, who boosted his quotation for 
93 oct. research premium-gasoline 0.25c to 12.25c. Other- 
wise, despite relaxing of federal price controls, most Mid- 
Continent refiners were lowering their prices, rather 
than increasing them, in effort to get products moving. 

Resellers reported during week that No. 1 was avail- 

(Continued on p. 45) 





Crude Oil Prices 


Union Oil Co. of California and General Pe- 
troleum boost crude oil postings in California 
(see p. 35). 

No other changes reported in crude oil prices 
in week ended Feb. 21. For complete price 
schedules see p. 46-47 in this issue. | 
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Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT FEB. 23 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
fesentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi] industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
er posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
Suaranteed; for subscribers’ private use only and not for resale or 


distribution or publication. During period of short supply, some sellers 
and at times al) sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OJLGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Cleveland and Houston, address Pilatt’s 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 




















Subscription rate in U. S.: $150 per year, payable in advance. 
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Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFreCT FEB. 23 





LUBRICATING OILS 


WESTERN PENNA, 


Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only. 














Viscous Neutrals—No. 3 el 
Vis. (180 at 100°) 420-425 fi 


Vis. at 70° F. 200 


FILL TIL THE V 28.5 
Mod es - , First street 15 pt Pivecaresseeuuess 4 27.5 
ree > uLy SIGNAL COMPAN comt ge 41, iso M1 Vis. (143 at 100°) 400-405 fi. a 
Canadian Licensee: EMPIRE BRASS MFG. CO. LTD. Toronto, Ontorio LLaMK installationS}) 9 pt. oo. a eee ake 
10 ry 26.5 
Se ae veh bas Cb a cin tet aVien< 25.5 
25 «p.t, Bb eeevre 24(4) 
10518 ah 210°, 540-550 fi. No. 8 col 
145-155 vis, at 21 0 f. No. 8 col. 
Marketer of Petroleum Products vats ore 215 
BD Pik. ccewc cece cscascovs 26.5 

25 pt. . (3)25-26 

Oylinder Stocks 
600 s.r. fiiterb’l .......... ye ed 
New York 650 s.r. whine KoO bow ecast (2)21- 
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METAL CLAD TANK INSULATION 


and Bunker “C” Tanks. 


BLOMELEY ENGINEERING CORPORATION 


Hobart Bidg. Perth Amboy, N. J. PErth Amboy 4-0473 








DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 























MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment eniy 


Bright Stocks, vis. 
100°, 0-10 p.p. 
Neutral Oils—Conventional 


at 210° 


Neutrals, vis. at 


Pale Olls Col. 
60-85 vis. Beas codocoves 11-12 
86-110 vi swe . . 

Our Welded Web insulation method is incorporated within standard mv 3. A ary 

180 vis 3.. 12.25-12.75 

specifications of five major oil companies—all repeat order customers. 200 vis bite ase 1228-13 | 

50 vis 3.. 12.75—13.25 

This procedure permanently protects perishable insulation on Asphalt 280 vis 3... wt. 
VIB,  _ — Beevvessseese . . 


—e) aaa . 95 24 
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This adaptation of side wall procedure, possesses the unique ad- Se ee Se) aes 
vantage of a rugged promenade surface. Proof positive against 200-210 vis 14.5-15.5(4) 
wind and weather. ~ vis, mstearsenese soe . : 
600 s.r., olive green ...... 18 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. 


ship at Gulf for export. 

Bright stock—Vis. at 210° 
150-160 vis., 0-10 pour 
test, 95 v.i, 


Prices FOB 


« (2)23.25-26.5x 


Neutral Olls—Vis. at 100°; 95 vilns 0-19 pat. 


SOUTH TEXAS LUBES 


(Vis, at 100° F, FOB 8. Tex., 


100 VIB. wccvccsccccowecces 
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domestic and/or export shipment.) 


PALE OILS: 
Vis. Color 
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of petroleum products from the nation’s leading oil centers. Rapid-fire poe a -otk (314-15 
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Prices are of refiners, FOB their refineries & tanker terminals and of tanker termina! operators. 
FOB their terminals. Ships’ bunkers prices are exciusive of lighterage. 





OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
; PRICES IN EFFECT FEB. 23 


ATLANTIC & GULF COASTS WAX 


WESTERN PENNA, (T.C., in Bulk) 
White Crude Seale: 


122-124 A.m.p. (3)3.75-3.875 

















92 Oct. 90 Oct. 86 Oct. . 83 Oct. Kerosine 124-126 A.M.p. ..-.++.+s+s (3)3.75-8.875 
District Prem. Gasoline Prem. Gasuline Reg. Gasoline Reg. Gasoline Neo. 1 Fuel«*) 
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do barges . een aduine 11 M in bags or cartons. 
Boston .. 14.95-15.7 14.95-15.2(2) 13.7(8) 12.7 10.95(16) Crude Scale N.Y. Domestic N.Y. Export 
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Corpus Christi 12.5-13.5 12.5 11. ) Fully Refined: 
Houston . 12,25-13.3 12.25-13.8 (2)11.25-11.3 8.2 25-9. 15 123-5 ¥ 71.45 
do barges 12.25-13.3 (2)12-12.25 11.25-11.3 ace ot etree tad 745(3) "718.15(3) 
Jacksonville . 13.6(4) 13.3-13.6(2) 12.3-12.6(7) cose tac on mate 7.4513) 7-8. 15(3) 
Miami ... bans 13.6 s28 11.5(2) 130-32 ; 7.1-8.25 
Mobile ......  13.4(3) 13.4 iz <<) joke 10.4(4) 133-5... .. 75503) 71-8 _25(2) 
New Haven.. 15(3) 15 13.5(3) inn 10.9518) 7... 75513) 1.2584 
New Orleans. 12.6 12 11.6 11.25-11.3 9. 7-10.15 138-46... 7.5513) 768 75 
do barges. 12.6 12 11.6 11.2-11.25 9.7-9.95 ma 7'55-8.3 739 
Norfolk .....  12.9-14.6 12.9-13.2 11.9-12.6 nae 10.75(7) 149-51... 9.55 
Pensacola ... 13.4 13.4 12.4 eee?) a - 
Philadeiphia . ene by 4 vent ee 4 ai 
es. 15. 1 13.6-18. 10.75(10) 
Port Bvergiades 13.6(3) 13.8 12.6(4) i 11.518) CHICAGO DISTRICT PRICES 
ee . .3(3) 15. -8(4) > 11. ) 
Providence .. 14.95-15.2(3) 14.96-15.2 13.7(5) se 10.9519) ame yg - 1 
Savannah 13.6(3) 13.3(2) (2)12.3-12.6(5) ~ 11.45(7) pipe line terminals and inland waterway barge 
a, 18.4(3) 13.3-13.4 12.3-12.4 oe 11.15(8) terminals. 
SS 05-14. . ” 12.05-1 ' -10. Motor Gasoline 
13.05-14.55(2) 13.05-13.2 2.05-12.55 12.05 (3)10.7-10.9(4) ye - a Ate so egcen ts 
06 Mek: TRE oo ccccrdilves (3)12.1-12.75 
Light Fuel Oils 
Range Ol] .....66-ceeenees (3)10.9-11.375 
No. 2 fuel (3)9.9-10.25(2) 
Diesel Oi Heavy Fuel 
Gas House Shore e p No, 5, low sulfur ........ 6.7 
No.2 Fuel® Gas Oll* No. 4 Fuel No. 5 Fuel (50 cet., 55 4.1.) (46 cet., 45 4.1.) a s, ~~ yl «fee as : aa 
N. ¥. Harb. 9.75(19) 9.85  (11)$3.02-3.56 $2.55 (8)10.15-10.25 $4.24(4) NO. Sy SOW CUE noses eee ted 
do barges. 9.65(18) sees  (11)2.99-3.46 2.52 peo i No, 6, high sulfur .... esata ted 
Battimore "2. 9-8ciiy. ° 3 05(3 ass 10.258) 
more .. .85(11) 9.95 -05(3) 10. ) x 
x barges. 9.75(8) 5° 2.99(3) 2.52 a3" eee NAPHTHAS & SOLVENTS 
ton \ . pas 2.09 y 49 
do seneee. sake eis sia 2.05 sos apheis (FOB Group 3) 
cone 9.96(16) 10.85 hon 3.01(5)  10.35(6) 4.27-4.28(2) Stoddard solvent ......... 11.5? 
Charleston . 9.9(5) hasie ake saab 10(2) 4.18(2) Cleaners naphtha ......... 11.875( 
Houston ... 8. . pi 4s del 8.5(2) 3.49(6) V.M.&P, naphtha 11.875(4) 
do barges. (2)8-8.5 pest 2.35 ane ~ 3 + pp Mineral spirits 10.875(4) 
Jacksonville.  10.4(8) Sons 255.96 Kons 10.4(6) 4.481(5) Rubber solvent .. 11.875(8) 
Miami ..... 10.5 ht nto bi 10.5(2) 4.478(2) Lacquer diluent ..........(2)12.225-12.375 
Mobile ..... 9.5(2) es not Fre 5 MIS Benzol diluent ........««.- (2)13.125-—13.625 
New Haven. 9.95(10) cane 3.15 seas 10.35(5) er bi 
New Orleans 8.5-8.7(3) gine anes 2.00 8.7-9.1(2) 3.49(3) WESTERN PENNA. 
do barges 8.7 rat hee anne 2.06 sone as Ol City: 
Norfolk .. 9.75(6) 10.15 3.00 2.56(2) 10.15(4) 4.19-4.24(2) Stoddard solvent ......... 14 
Pensacola .. 9.5 coe eee seco 9.5 Prre: Pitts “* 
Philadelphia.  9.85(10) 9.95 (3)3.08-3.10 2.0406) 10.25(8) 4.24(4) bargh: 
9.75(9) coee eove eeee sees oeee Stoddard solvent ......... 15(3) 
Pt.Everglades 10.5(4) yc 056% ued 10.5(6) 4.473(3) 
nd 10.05(9) 10.46 cons oe 10.46(4) ites ommn—-Gamations of 8.0. Ohio for delivery te 
Providence 9.95(9) 10.35 2.99(2) 10.35(4) 4.28 Ohio poin' 
Savannah . 10.45(7) sate 2.71-2.76 eum 10.45(5) 4.452(5) V.M.&P. pt Se sme s kb et 17.0 
Tampa ..... 10.25(5) oo osee oes 10.25(6) 4.368(5) a ey spirits & stoddard solvent 16.0 
Wilmingto: UE, 5 ch.odie then dion cob. ne 
a earn 9.9(7) 9.9 otal ies 10(2) 4.18(3) 
E, TEXAS (Truck Trnspt. lots) 
Stoddard solvent ..... oveds 11.25 
CENT. W. TEX. (Truck Trnspt, lots) 
Ne. 6 Fuel No. 6 Fudd Bunker © Heavy Stoddard solvent .......... 10.5 
No. 6 Fuei No Sulfur No. 6 Fuel Max. 1% Fuel Diesel 
Ne Sulfur Guarantee Max. 1% Sulfur Ships’ Ships’ KANSAS (For Kans, Dest’n. only) 
Barges Sulfur Barges Bunkers Bunkers Stoddard solvent ......... 11.8 
N.Y. Harb. .(4 $1. “| 2.00(9) (4)$1.90-2.00(9) (3)$2.10-2.15 (3)$2.10-2.15 00(10 91(4 
* eet — — een sez, ATLANTIO COAST. - 
Baltimore Fy dacs) 2.00(4) 2.28 2.25 2.00(4) 3.91(2) -M.&P. neral 
Baton Rouge 1.63 1.60 is dec ais 1.60(2) 24 Naphtha Spirits 
Boston ..... 2.04(7) 2.04(5) 2.19 2.19 2.04(5) New York 
Charleston 1.98(2) 1.95(3) cues <p 1.95(3) das Harbor ..... 17(4) 16(5) 
Corpus 1.63 1.60 ‘ 3 1.60(2) 3.15 Philadelphia 16 .5(4) 15.5(5) 
Houston ... 1.60-1.65 1.60(4) seek (8)1.60-1.85(2) 3.24(5) Baltimore “aes 15.5(3) 
Jacksonville.  1.95(6) 1.92(6) e. 1.92(6) <5 Boston ....... 17.5(4) 16.5(5) 
Miami ..... 1.90 1.87 tava 1.87(3) Providence . tees 16.5(4) 
New Haven -02(3) > cove e -02(2) ade 
New Orleans a on cece eens a.cate? 3.24(2) LPG PRICES 
Norfolk . ; eee ae 1.98(5) ae 
Pensacola .. ae J 1.85 vei sesh 1.85 be (Of refiners, FOB refineries, in cents per gal. 
Philadelphia.  2.03(8) 2.00(8) 2.18(5) 2.15(5) 2.00(8) 3.91(4) tank cars or transport trucks) 
La song yas 1.87(2) eee sees 1.87(3) enh Commercial Industrial 
rtland 07(2) 2.04 nak veve 2.04 District Propane Propane 
Providence oaar 2.083) (2)8.61-2.08 2.26 ‘+ 2.01-2.02(2) xT inee... 8 8 
Savannah .. ade none 1.95(5) Philadelphia axe 8(3) 8(3) 
Tampa ..... isto) Lea) ay 1.84(5) Baltimore toe “ies 
Wilmington, Hastings oe 
MW. GB. cccs sees . Ueowe eeos eee esse a New Orleans 4.375 4.375 
(*) At Atlantic Coast refineries and terminals, and at Albany and Tampa, prices of some sellers to Houston 3.75 3.75 
bulk commercial consumers are 0.15¢c higher than prices shown above. DEES. . discvcevec 7 7 
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Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT FEB. 23 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL 


Cargo prices are FOB ship at U. 8. Gulf, minimum of 20,000 bbis., and are by refiners only te 


other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 
Aviation (MIL-F-5572) 
Grade 115/145 2... cccccccccccegecseesccsscesees 7.15 
Grade 100/130 ......seseeeeees eeeuccescese — 16.16.75 
ESD ota ta epensusscccececdesekeness ecco Seeee 
Motor Gasoline 
OB Cot. PREMIUM 0c ccccccccccccvccdocscece sees 12-12.25(2) 
90 Oct, Premium ........cessevcsccsces eesceess 11.75-12-12.25 
arr eee 11€2)-11.25-11.5(2) 
Ce GOS, TRGRUEEP occ te ccccccceccvesoese eoeceeees 10,75-11-11.25 
TP SOEs Wasbbbd ob ce 6c cacrse coined PTeTrrrr ++ 10.5-11(2) 
70-72 Oct. M Leaded ........ posucetanesene sess 10-10.25-10.75 
Kerosine & Light Fuels 
SES WH, CNOUUD cccccscccccctoude sesoneces CD 
BP MEE. b bacveneesbédedescecde aenwased ieanwe 8(5)-8.25 
Diesel & Gas Olls 
43-47 Diesel index ............ cweddinsbeosevoee 8-8 . 125-8 .25 
GBD DONE TAGE oc ciccccccccccesvccas eeeeee 8.125-8.25-8.375-8.5 
53-57 Diesel index ............ adbnv 6eessseesce 8.25-8 .375-8 .5-8 .625 
Heavy Fuels—Cargoes 
oe a ae GOO De 6 coco ccccsendsece eeeeees $2.35(2)-$2.50 
We SO DUE aks oi dcdcdc ticecccsancends seeeee $1.50(4)-$1.75-$1.85(2) 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 
(Prices are per bbl. of 42 U. 8. gals., exclusive of local port or other governmental 

sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbi. differential per 

ate gravity applies for gravities below and above those shown.) 


API Effective 
Per Bbi. FOB Point Gravity Date 
Arabian $1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1960 
Qatar $1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 
Arabian $2.29 Sidon, Lebanon 36-36.9 Feb. 5, 1953 
Iraq-Kirkuk $2.29 Tripoli, Lebanon/Banias, Syria 36-36.9 Feb. 5, 1953 
Araq-Basrah $1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
deepwater termfals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl, differentia] per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less ic a bbl. 

Price E 





ective 

Crude Gravity API $/Barrel FOB Date 

Bachaquero ....... sees 14-149 1.6 Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Heavy ..... 19-19.9 2.03 Amuay Oct. 11, 1952 
Lagunillas Heavy ..... Flat 2.05 Las Piedras or Amuay Oct. 11, 1952 
Tia Juana Medium .... 26-26.9 2.20 Amuay July 24, 1952 
Tia Juana 102 L.P. ... 26-26.9 2.44 Amuay July 24, 1952 
Tia Juana Light ...... 30-30.9 2.28 Amuay July 24, 1952 
Mara .ncccsessccseess  30-30.9 2.33 Las Piedras or Amuay July 24, 1952 
Cumarebo ......«+.+-.  48-48.9 3.10 Tucupido Oct. 11, 1953 
San Joaquin ..........  42-42.9 2.81 Puerto La Cruz Feb. 5, 1953 
Oficina ....... ecsesse  32-32.9 2.57 Puerto La Cruz July 24, 1963 
BEMPRER cascccccsccce e-  35-35.9 2.63 Puerto La Cruz Sept. 1, 1963 
Jusepin ...... ccccosce SBERO 2.57 Puerto La Cruz July 24, 19653 
Quiriquire .......++++-  18-18.9 2.15 Caripito Feb. 5, 1953 
Temblador ........ sees  20-20.9 2.20 Caripito Feb. 5, 1953 
Pedernales ....... sees 20-20.9 1.27 Capure (Pedernales) Sept. 1, 1962 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 





Grade 100/130 Grade 91/96 Grade 80 
17.6-18.6 16.1-17.2 15.6-16.2 
18.2 16.7 15.95 
17.96 16.46 15.85 
17.85 16.35 15.6 
16.5 15.75 
17 15.5 14.75 
16.5-17.25 5-15.75 14.5-15 
Bu Cleveland Detroit Toledo 
90 Oct, Premium ............+++- 16(2) oeee wees eeee 
86 ¥ eecece 6 es eceoasee 14.5(3) coee cove eeee 
Kerosine .....-ee++++ 9 sh bessoceee 12.45(5) cece 
Diesel Fuels ....-.e0seeececeees 11.95(3) eae 10.35-10.95 10.25 
WS, FPO osccctsveseccccocccose ees enon 11.2-11.7 10.75-11.1 
WOR, DH PU co caccccctccscccscvcces 11.46(4) cess 10.2-10.96 10-10.1 
BOO, GB DO cccidccccsccccicvccss ocae 6 .25(a) 7.35(3) 7(3) 
WE, © DUE  cosccsscceccccccccescs 9(2) 7.6(a) 6.85(3) 6.5(3) 
(a) Delivered Cleveland. 
U. 8. DOLLARS PER BBL. OF 159 LITERS (In Ships’ Bunkers, Diesel Fuel Bunker O Fuel 
Bunker C Diesel PS. 
(Ships Bankers) or Deep Tank Lots) (P.8. 200) ( 400 
Mexican San Pedro, Calif.(4)$3.44-4.20 (4)$1.70-1.80 
Tampico .......... $1.65 $3.75 San Francisco . oe 654.41 (2)1.75-1.85(2)x* 
Veracruz ....seess 1.6 cess Portland, Ore, . (3)3.86-4.62 (3)2.00-2.10 
Minatitlan ........ 1.65 3.75 Seattle, "Wash. . (3)3.86-4.62 (3)2.00-2.10 
Pacific Coast * Correct for Feb. 16 also; shown incorrectly 
Guaymas ......... $2.50 $5.00 in Feb. 18 NPN, 
Manzanillo ......+- 2.50 4.16 
Salina Cruz ...... 2.50 4.10 
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OllL PRICE SECTION 








Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 
inspection fees as shown in next column. Gasoline taxes, shown in 
separate column, include 2c federal, and state taxes; also city and 
county taxes as indicated in footnotes. Kerosine tank wagon prices 
pd, not include taxes; kerosine taxes where levied are indicated in 





ane Feb. 23, 1953, as 


heir headquarter 


4 Di ts, if any, are shown in footnotes. These prices in 
Atlantic CHEVRON 
ATLANTIC asoline Kero.& STANDARD OF (Regular) Av. 80/87 Gaso- 
REFINING Regular Grade) No.1 No.2 CALIFORNIA 2. 7.7. line 
Dir. Cons Fuel Fuel 400 Gals. & over Taxes 
T.W. T.W. Taxes T.W. T.W. San Fran., Cal. .. 16.1 x19.6 6.5 

Allentown, Pa. 15.3 15.3 7.0 14.8 13.6 Los Angeles ...... 15.6 219.1 6.5 

Altoona ...... 15.6 15.6 7.0 15.35 13.95 DOOD § iis ccdeccvs «17.2 x20.7 6.5 

Ear eee -» 15.35 13.95 Phoenix, Ariz. .... 18.2 21.7 7.0 

Greensburg «+» 15.6 15.6 7.0 15.35 13.95 eee. Bee. -divewe «18.6 «22.1 7.5 

Harrisburg . 15.3 15.3 7.0 14.8 13.6 Portiand, Ore, .... x16.6 «20.1 8.0 

Philadelphia ee > 14.7 4.7 7.0 14.2 13.0 Seattle, Wash. .... x16.6 «20.1 8.5 

Pittsburgh .... 15.6 15.6 7.0 15.35 13.95 Spokane ee 21.3 8.5 

Reading ...... 15.3 15.3 7.0 48 13.6 BROCE. cccdvvecss See «20.1 8.5 

Scranton ..... 15.3 15.3 7.0 15.1 13.9 Boise, Idaho ...... 17.0 22.7 8.0 

Wilkes Barre.. ‘ eae +» 16.1 13.9 Salt Lake, U. .... 15.4 19.4 7.0 

ee -» 15.6 15.6 7.0 15.1 13.9 Honolulu, T. H.... x17.2 «20.7 8.5 

dsece 15.0 15.0 7.0 145 13.3 Fairbanks, Alaska. x29.0 «32.5 4.0 

Wilmington, SD 4. cave s¢-200. Qa «21.7 4.0 

By ces devcs 14.7 14.7 7.0 14.2 13.1 

Bridgpt., Conn. 14.8 148 60 ... ... tandard 

Hartford ......148 15.1 6.0 ... 13.6 Kerosine Diesel Standard 

New Haven ...148 148 60 ... 13.1 T.T. FurnaceOil StoveOil 

Boston, Mass.. 14.9 14.9 7.0 coe 18.4 40/199 7.T. T.T. 

Fall River .... 14.9 149 7.0 ...  «.. gals. (400 gals.ormore) 

Springfield .... 15.6 15.6 7.0 ... 14.1 (ex all taxes) 

Worcester .... 15.1 15.1 7.0 soe §6928.6 San Fran., Cal. .. «20.1 «12.7 x14.2 

Prov., R. I. 14.9 149 6.0 «+. 13.3 Los Angeles .... x19.6 x12.2 «13.7 

Camden, N, z. 14.6 146 50 14.0 13.0 Pres: octets ts SS «13.5 «15.0 

Newark’ ... 14.6 146 50 13.9 12.9 Phoenix, Ariz, .. %22.2 15.2 «16.7 

Albany, N. ¥.. 14.7 14.7 6.0 14.3 13.0 Reno, Nev. ...... 22.6 «15.5 «17.0 

Binghamton 15.8 15.8 6.0 15.7 14.3 Portland Ore. .. 22.1 «13.3 eowe 

Buffalo ...... 15.5 15.5 60 15.9 14.7 Seattle ‘Wash. .. 22.1 13.3 gabe 

Elmira - 15.8 15.8 60 158 144 Spokane ......... 24.3 14.8 16.3 

Rochester 15.5 15.5 6.0 16.0 14.6 Tacoma ......... %22.1 x13.3 am 

Syracuse ..... 15.4 154 60 15.7 14.3 Boise Idaho ..... 7 14.6 16.1 

Watertown .... 166 166 6.0 16.9 15.2 Salt Lake, U. .... 16.5 13.0 13.5 

Baltimore, Md. 14.5 14.5 7.0 13.3 Honolulu, T. H... x21.2 x13.5 . 

Richmond, Va.. 14.5 14.5 8.0 144 18.3 Fairbanks, Alaska x36.7 Reed 

Charlotte, N.C. 15.4 15.4 9.0 13.9 12.6 ; toma na TREN x23.8 

Jacksonville, Taxes: 

ae 14.2 15.2 9.0 eee eee Boise—Sc gas tax egetes to —_— fs on 
only; avgas taxes are 2c federal, 8 . 

Mineral Spirits V.M.&P. Salt Lake—7c gas tax applies to motor 

T.W. T.W. fuel only; avgas taxes are 2c federal, 4c 

Philadephia, Pa. .... 16.5 18.0 state. 

Pittsburgh .......... 20.0 21.0 Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c — 
torial, Standard Diesel/furnace oil price 

Heavy Fuel Olle—T.W. ex lc territorial liquid fuels tax. All T.T. 
No. & No. 6 prices are ex Hawaiian gross income tax of 
Philadelphia, Pa. ....... 7.86 5.83 1% to resellers, 2.5% to consumers. 
Notes: Notes: 


Kerosine—Thru Penna. & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time. Camden—aAdd ic for deliveries of 
100-299. gals., 2c for less than 100 gals. 

Minera] Spirits prices also apply to Stod- 
dard Solvent. 


CONT'L (N. B. Prices are Continental's 
tankwagon prices. Current roe | 

On prices may vary from those shown 
because of local conditions.) 


N-tane (3rd Gaso- Kero- 
(regular) Grade) line 
Tank Wagon Taxes T.W. 
Denver, Colo, ... 14.8 13.8 8.0 14.7 
Grand Junc. .... 17.2 16.2 8.0 17.1 
Pueblo ......... 15.6 14.6 8.0 15.5 
Casper, Wyo. ... as 14.7 8.0 15.0 
Cheyenne ..... 15.7 14.7 8.0 15.6 
Billings, Mont. .. 17.0 cove 8.0 16.5 
ere -. 18.0 sees 8.0 18.2 
Great Falls ..... 17.0 eee 8.0 18.2 
Helena . soos 17.5 eene 8.0 18.2 
Salt Lake U. ... 16.4 ecee 7.0 16.5 
Twin Falls, Ida.. 19.1 Sete 8.0 19.2 
Albuquer., N.M.. 16.0 15.0 8.5 14.9 
Roswell ..... oe. 15.3 14.3 8.5 14.2 
Santa Fe ...... 16.3 Sees 9.0 15.2 
Muskogee, Okla.. 13.7 12.7 8.5 12.9 
Oklahoma City .. 13.5 12.5 8.5 13.1 
UD ; wes cn 00 006 13.5 12.5 8.5 12.5 
Taxes: 
Gasoline tax col includes these city taxes: 





Albuquerque & Roswell, 0.5c; Santa Fe, ic; 
Cheyenne, ic; Casper, le. 
Discounte : 

Sait Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gals., deduct 0.5c; 
400 gals. and over, deduct ic. 

Notes: 
T.W. prices are te consumers and dealers. 
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Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
— for Chevron Supreme (Premium) are 

2.0¢ gal, higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢ gal. higher. For less than 40 gals. de- 
liveries, add 4.5¢ gal. to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside), Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0¢ for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gais. or more, For other deliveries: 40-199 

., add ic; 200- gals., add 0.5c; less 
than 40 gals., add 5c. 

x Effective Feb. 16. 


HUMBLE = Humble 
Gasoline Gaso- Kerosine 
OIL Regular line Tank Re- 
T.W. Retail Taxes Wagon tail 
Dallas, Tex.. 14.0 19.0 6.0 12.8 17.0 
Ft. Worth .. 14.0 19.0 6.0 12.8 17.0 
Houston .... 14.0 19.0 6.0 12.8 17.0 
San Antonio. 14.0 19.0 6.0 12.8 17.0 
Notes: 


T.W. prices are to all classes of dealers and 
consumers. 





posted by principal marketing companies at 


8 offices, but oubject to later correction. 
atl fees per gal., 
unless otherwise specified, are as follows: 

Ala. 1/40c on gasoline; Ark. 1/20c; Fla, 1/8¢; Ill. 3/100c; Ind. 
2/25e; Kans. 1/100c; La. 1/32c; Minn, 5/200c; Mo. 1/25c; Neb. 2/100¢; 
Nev. 1/20c; N. C. 1/4ce; N. D. 1/20c; Okla, 2/25c; 8, C. 1/8; 8. D. 
1/40c; Tenn. 2/5c; and Wisc, 3/100c. 

Kerosine inspection fees onJy: Ala. 1/2c; Iowa 1/50c; Mich. 1/5e. 


included in both gasoline and kerosine prices, 





ESSO Esso Gasoline 

(Regular Grade) 
STANDARD Gasoline Kere- 
° Cons. sine 
T.W. T.W. Taxes T.W. 
Atlantic City, N. J. 14.6 14.6 5.0 14.0 
Newark ........ +» 14.6 4.6 6.0 13.9 
Baltimore, Md. ... 14.5 14.5 7.0 13.8 
Cumberland .... 15.7 15.7 7.0 16.2 
Washington, D. c.: 14.9 14.9 7.0 14.5 
Danville, Va. ...;. 15.4 15.4 8.0 14.2 
- 6.0 14.0 8.0 14.7 
14.1 14.1 8.0 14.0 
14.55 14.5 8.0 14.4 
16.3 16.3 8.0 15.1 
Chartesten, W. Va. 16.1 16.1 7.0 15.2 
Fairmont ......... 16.1 16.1 7.0 15.6 
Parkersburg ...... 16.0 16.0 7.0 14.6 
Wheeling ......... 16.0 16.0 7.0 14.4 
Charlotte, N. C. .. 15.4 15.4 9.0 13.9 
Hickory ....+.000% 15.8 15.8 9.0 14.1 
Mt. Airy .....+05+ 16.0 16.0 9.0 4.4 
Raleigh ..... eeees 16.0 16.0 9.0 16.1 
Salisbury ........ 15.3 15.3 9.0 13.7 
Charleston, 8. C... 14.6 144.6 9.0 gees 
Columbia ...... + 16.1 16.1 9.0 eee 
Spartanburg 15.0 15.0 9.0 eses 
New Orleans, La, . 13.3 13.3 9.0 132.8 
Baton Rouge ..... 13.7 13.7 9.0 12.6 
Alexandria ........ 15.1 15.1 9.0 13.7 
Lake Charles ..... 13.8 13.8 9.0 13.1 
Shreveport ....... 15.4 15.4 9.0 13.6 
New Iberia ....... 13.9 13.9 9.0 13.1 
Knoxville, Tenn, .. 15.3 15.3 9.0 18.7 
Memphis ........-. 145.0 15.0 9.0 18.5 
Chattanooga ...... 15.2 15.2 9.0 13.6 
Nashville ........ + 15.5 15.5 9.0 14.0 
Little Rock, Ark.. 16.1 16.1 85 14.4 


Naphthas-T.W. & Steel Bbis. 
Min, Spirits V.M.&aP. 
Newark, N. J. 


3.600 “gals. & over... 17 
Steel bbis. ........ o. 2 
Baltimore, Md. 
3,600 gals. & over... = 


Washington, D. C. 
100-499 gals. ....... 19 
500-3,599 gals. ...... 18 
3,600 gals. & over... 16. 
Steel bbis. ..... soos 2. 
FUEL OILs—T.w. 
No. 1 —_e No.4 No.6 


18.5 
24.5 


owvoo &@s 8 





Atlantic City, N.J. 14.0 3.0 

Newark, N. J. 13.9 12:9 $3. 544 $2. 556 
Baltimore, M4. .. 13.8 13.3 3.51 ‘2.52 
Washington, D.C. 14.5 13.7 3.68 2.64 
Norfolk, Va, .... 14.0 12.9 .«.+. eens 
Danville .....++. so cece 33.8 

Petersburg ......14.7 136 . 

Richmond ....... 14.4 13.3 ° 

Roanoke ...... ie § oo 
Charlotte, N. c... 13.9 126 ; 

Hickory ...... soo 14.2 13.9 

Mt. Airy cove « 38.3 

Raleigh ... 15.1 14.25 

Salisbury . eeee 12.3 

Charleston, 8. C.. ....' 13.1 

Columbia ....6005 wees 13.3 


Spartanburg ... 12.5 eee 
Taxes: Louisiana Kerosine prices" do not in- 
clude ic state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.58 per bbi 


IMPERIAL (Prices are per imperial we te 
arrive at price per U. gal., 

OIL subtract 1/6th.) 

Esso 

(Regular Grade) Kere- 
Dealer Gasoline sine 
T.w. Taxes Ww. 
St. John’s, Nfld. .. 24.4° 14.0 "24.4 
Halifax, N.S. .... 20.8 15.0 22.8 
St. John, N. B. ... 20.8 13.0 22.8 
Charlottetown,P.E.I 22.8 13.0 24.8 
Montreal, Que. ... 21.7 13.0 23.7 
Toronto, Oat, scons 81.7 11.0 23.7 
Hamilton, Ont. .... 21.7 11.0 23.7 
Winnipeg, Man. ... 22.1 9.0 26.1 
Brandon, Man, ... 24.3 9.0 26.3 
Regina, Sask. ... 20.8 10.0 22.8 
Saskatoon, Sask... 23.7 10.0 25.7 
Calgary, Alta. .... 21.0 10.0 23.0 
Edmonton, Alta. .. 19.5 10.0 21.5 
Vancouver, B. C. 21.8 10.0 23.8 


(*) Price is for Esso Extra (Premium). 
: Gasoline taxes are provincial taxes. 
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OIL PRICE SECTION 





Tank Wagon Prices (Continued) 


SOCONY VACUUM 
Mobilgas Aircraft s/v s/V 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel MOBILHEAT No.4 No.6 
Gasoline 80 91 100 §©6Cons. Dir. Cons. Dir. Mobile Kerosine Diesel (No, 2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. T.0. 7.0. T.W. T.W. T.C. Yard T.W. T.C. T.W. 7.C. Yard T.W. T.W. T.W. 


New York City: 
Manh, 




















eeccees esse 6.0 cece cece ecce eee oece 14.7 14.7 pace eens 14.4 eee 13.6 eoee ecee 13.2 10.69 5.73 
MOORE | covescese os 6.8 eese oeee coos eves coos 14.7 14.7 ee 11.6 14.6 eses 13.6 oces 10.4 13.3 10.69 5.73 
MIMS cccccccs eves 6.0 oeee coee coos eces cose 14.7 14.7 10.85 11.4 14.4 10.4 13.6 9.85 10.3 13.2 10.69 5.73 
Queens sovcese 6.0 eves eeee cess ecee sees 14.7 14.7 sees tade 14.4 eos 13.6 eee cose 13.2 10.69 5.73 
Richmond ..... OD cove oses 200 cess ees 14.7 14.7 10.75 11.2 4.2 10.3 13.3 9.75 10.2 12.9 10.69 65.73 

Albany, N es 6.0 21.5 22.5 eo 13.7 13.7 14.7 14.7 11.05 11.4 cove 10.6 13.4 10.05 10.4 13.0 9.42 6.36 
Binghamton ........ 6.0 eeeec asae . 14.7 14.7 15.8 15.8 12.45 12.8 15.7 12.0 14.8 11.35 11.7 14.3 esee cece 

MND Ta cc ccceds 6.0 21.0 22.0 2.2 14.5 14.5 15.5 15.5 12.45 12.8 15.9 12.1 15.2 11.45 11.8 14.7 10.2 
Jamestown esccee 6.0 cove eece oe 14.7 14.7 15.8 15.8 12.45 12.8 16.1 cces 15.1 11.85 12.2 14.6 .... obec 
Mt. Vernon eee GO cece eee cows ooee sees 15.0 15.0 13.35 11.7. MA.F occs 13.9 10.15 10.5 13.5 10.71 .... 
Plattsburg ..... coce 6.0 eee os coee cece owe 16.1 16.1 12.35 12.7 ee cose ose 11.45 11.8 14.4 ceee eee 
Rochester ........+. 6.0 20.9 21.9 23.9 14.4 14.4 15.5 15.5° 12.55 12.9 16.0 ose 15.1 11.55 11.9 14.6 es ee 
Syracuse ......6s+- 6.0 eee oe eeee 14.4 14.4 15.4 15.4 12.25 12.6 11.9 14.8 11.25 11.6 14.3 eoee sees 
Bridgeport, Conn, .. 6.0 .... ee eves cece ee 14.8 14.8 10.95 10.95 .... oe eee 9.95 9.95 13.1 oeee ee 
BNE, sins ogo Waood * eee oe 13.8 13.8 15.1 14.8 11.35 SB. 2pecn. S00. 12S: WS 206 “ee «cae ‘ 
New Haven ........ 6.0 20.5 co Seee Oe BS BS Ms 10.95 10.95 . 10.5 13.5 9.96 9.96 13.1 .... : 
a “eertpeey 3? err iin pees Se: SR Oe 2S 23,70: as “Was 8 eS ae” eee Sh eee 
Portland . 5.8 38.4 Ma- soc. 24:8: BO. BMA. 11:58 ee 8 aD ee ee ee eer eer 
Boston, Mass 7.0 19.0 20.0 22.0 13.7 13.7 144.9 14.9 10.95 15.4 10.5 13.8 9.95 .... 13.4 ecee ee 
Concord, N. H. ree win) abba OX -eutet ae ae sie eee 14.30 woes eee 1B.D weer oe 
Lancaster .... TD see “es oeee ee sees 17.4 17.4 a cove 1B.8 cece ° 14.3 oe ee 
Manchester a aia oa ag 15.7 15.7 ee stent 1) vee: ee ee ‘ 6 
Portsmouth .... 7.8 3.3 33.3 ee 14.4 14.4 15.3 15.3 11.55 1 123.9 10.586 <<. 13.5 ° 
Providence, R. I. .. 6.0 19.8 20.8 22.8 13.7 13.7 14.9 14.9 10.95 10.5 13.7 9.95 ... 13.3 ; 
Burlington, Vt, .... 7.0 a 14.6 14.6 15.6 15.6 12.25 9 14.5 11.35 11.35 14.1 
re + 7.0 . ee é sass e 16.3 16.3 eee eee 15.0 ose 11.9 14.6 
Tank Wi Prices Buffalo N. Y. City Rochest Boston ‘ord 
DE ID “se woikwadescccsee cbbecedealos 18.5 20.0 0 18.0 19.0 18.5 
V.M.&P, Naphtha .......... eeccececcsce éeee 20.5 18.5 21.5 22.5 19.5 20.5 20.5 

: N.Y.C, prices do not include 3% city sales tax applicable to price of gasoline (ex tax). 
Mobil Kerosine—Mt. Vernon T.W. less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals. or more. 

‘ Mobilheat—Mt. Vernon T.W, less 0.5¢ for deliveries of 300 gals. or more. 

Jamestown T.C. prices are delivered prices: all other T.C. prices are FOB bulk terminals. 

Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators, tank car prices to tal 8 are 0.15¢ higher. 

Mobilfuel Diesel tank car prices are to commercial consumers; tank car prices to bulk plant operators are 0.15c less. 

OHIO STANDARD 
Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. « ) Naphthas & . F.W. 
Sohio Sohio Sohio Con- Re- 8.R. D.C. V.M.&P. 

Gasoline Avia, Avia. Avia. sell- Sol- Naph- Naph- Varne- Sol- No. 1 No, 2 
Taxes 80 91 100 T.W. ers 8.8. vent tha vent T.W. Sohioc- Heat 

6.0 22.0 23.0 26.0 18.2 14.7 18.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 

6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 

- 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
ag ae can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 

- supplier. 
its: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Kerosine, Nos, 1 & 2—Prices with asterisk (*) are for t.w. or drum deliveries of 100 gals. or more; less than 100 gals., 0.5c higher, Prices at 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.5¢ h 


Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
gals. 


5000 or more gals., 1.5c. Lucas County: less than 50 ., tank wagon price, 50 to 249 gals., 0.5c; 250 to 499 gals., 1c; 500 gals. or over 1.5c. 
Notes: Renown (third-grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
aoGane belt Sate —4 4 — 














where the company’s prices are publicly posted. K 
Crown (Reg. Grade) $ 
Red Cr’n. Red .Cr’n. Stanolex Furnace 0i}——__———_- 
Cons. Dir. Gasoline 1-99 100 gals. 100-174 175-999 1,000 gals. Crown Gaso- Kero- 
T.W. T.W. Taxes T.W. gals. over gals. gals. & over Net line sine 
ee 2 eos he 4 + B 7.0 15.8 odes eons oes ssee esse Dealer Taxes T.W. 
, ; . x14. 6.0 16.6 15.3 14.3 Covington, Ky. ........ 14.4 9.0 14.5 
Oe > “apy Baee ror SS IS 0 SRE wr ee “SE eee oer e ere ese as on 
M Paul . 17.5 15.5° 7.0 16.4 15.0 sees 14.0 13.3 12.8 Louisville ...... a, rn 9.u 14.4 
rig ame 16.9 15.4 6.0 15.8 14.2 13.2 ooos eves eeve Paducah ...... succeeds » M.T 9.0 14,1 
St. Louis, Mo... 16.7 15.2 6.0 15.5 13.6 12.6 wees cove cece Jackson, Miss. ...... - 15.7 9.0 14.3 
Wichita, ~ « 214.4 14.0 7.0 14.0 12.2 11.2 eeee coos cece WUE. oe ccccstes « 8.2 9.0 13.8 
. Neb. 17.0 14.5 7.0 15.5 13.9 12.9 eeee eove eoee Birmingham, Ala, ..... 15.7 9.0 14.6 
»N. D. .. 18.3 14.5 7.0 17.3 15.6 14.6 cave esoe wove a gs sece. ane... 2a 14.3 
Huron, 8. D. .. 18.2 16.7 7.0 17.2 15.5 14.5 eeee oece eves Montgomery 15.8 10.0 14.7 
Milwaukee, Wisc. 17.6 16.1 6.0 16.5 15.0 14.0 coos eons soon Atlanta, Ga 15.9 8.0 14.3 
Augusta 16.4 8.0 16.0 
Fuel Oils—T.W.—Chicago, Il. Fire-Chief Gasoline Macon 15.9 8.0 14.4 
Standard Stanolex TEXAS (Regular Grade) Kerosine Savannah ......... eS 8.0 15.1 
santales Heater Oil Furnace Oil co Dealer Gasoline Dealer Jacksonville, Fla. ..... 15.2 9.0 15.05 
2° a fs iidints cise Shae 15.8 14.8 T.W. Taxes T.W. ME > bce eene BN, SK Beas Flee 
= GRBs kc cater 14.8 eee0 Dallas, Tex. .... 14.0 6.0 12.80 Pensacola ........ seco 46.0 160 “4.0 
gals. & over.... 14.3 oe Fort Worth |... 14.0 6.0 12.80 CAE oc iccctsinenseds Mee ee 
100-399 Le cscee eves 13.8 Wichita Falls ... 14.0 6.0 12.80 
400 gals. & over . 13.3 Amarillo . asec 36,9 6.0 12.80 Taxes: 
— eo 4 aE renee cere ae 7. Le Gasoline tax column includes these city & 
1-749 gals Fuel Fuel ae : : county taxes: Mobile, 2c city; Birmingham, lc 
750 gals. & over... 0.15 aes et ia: $0 13:80 county; Montgomery, 1c city & 1c county; Pen- 
Taxes: St. Louis, Mo., gasoline tax includes 1c Austin ........- 14.0 6.0 12.80 eB Rg ng Bm mag Bn 
ty , la., kerosine and furnace Scccecee 360 6.0 12.80 oane aut tietetens tetenion , 
oi] prices do not include 4c state tax, State San Antonio .... 14.0 6.0 12.80 eee Ppl, Fx 
e , consumer & use taxes to be Port Arthur .... 14.0 6.0 12.80 Netes: 
added where applicable. Notes: Dealer t.w. prices apply also to all 7 
” * price. classes of consumers with minimum delivery Consumer t.w. prices are same as net dealer 
x Effective Jan. 28. of 50 gals. Prices. 


44 NATIONAL PETROLEUM NEWS 














DISFLAYED: Advertisements set in Special type or with border— 
315.50 per column inch. 
UNDISPLAYED: ‘For Sale’, “Wanted to Buy”, “Help Wanted”, 
“Business a us classifica- 
tions set in type this size without border—30 cents a word. Minimum 
@ $7.50 per insertion. 


CLASSIFIED 





“Positions Wanted”—iS cents a word. Minimum charge $3 per insertion. 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 

All classified advertisements are payable in advance. 


No agency commission or cash discounts on classilied advertisements. 





Wanted to Buy 


1—USED TANK TRAILER size from 5500 
gallon to 6000 gallon. Two or three compart- 
ment, double bulk heads, tandem axle, air 
brakes, 3 inch piping and 3 inch emergency 
valves. Tire size 11:00 x 20. Price must be 
reasonable and trailer in good condition 
PERINE O11 REFINING ©O., INC., 1131 
East 25th St., Indianapolis, Indiana. 


For Sale 


For Sale 


FOR SALE: 1—4750 gallon, 1947 Butler Tan- 
dem, 10 x 22 tires like new. $3250.00. - 
cellent unit, 3 compt. BRUCE E. HACKETT 
CO., Hiland 1385, 621 West 58th St., Kansas 
City, Mo, 


5000 GALLON, 1950 JOPLIN TRANSPORTER 
tandem, 3 compartments, double heads, Reyco 


Position Wanted 


MAN 42, OR MAN AND WIFE, to manage 
wholesale gasoline agency. 13 years experience 
with same company in wholesale distribution 
and transportation of petroleum products, Com- 
plete history and references furnished upon 
request, BOX 751. 


Position Open 


tandem, 18,000# Standard Forge axles 16% 
8 new 10.00 x 20 tires, 
new skirts, painted 


FOR SALE: 3—5000 gallon Fruehaufs, ex- x 6” air brakes, 


cellent condition, $2850 and up. 1—4000 gallon spoke wheels, clean, 
Butler twin, new paint. BUTLER MANUFAC- to purchaser’s specifications, 3” lines, 3” 
emergency valves, immediate delivery $3,600.00. 
JOPLIN BODY & TRAILE 
Box 301, Phone 614, 


TURING COMPANY, 7400 East 13th Street, 
City, Mo., Phone: BEnton 7409, Ex- 
tension 231. 


Announcement 


Joplin, Missouri. 


SERVICE STATION SUPERVISOR—O1l) Com- 
pany has opening for man age 28-35 with 
minimum of 5 years in service stations or 
station supervision to work throughout south- 
eastern states in top supervision. Prefer man 
now located in this territory. Minimum of 
high school education required, some college 
training desired. All answers strictly confi- 
dential. Salary $5000.00 per year plus expense 
allowance. Reply BOX 750. 


R, INC., P. 0. 





caster in Leola, Penna. 


on any tank unit desired. 


Box 1232, Lancaster, Penna. 
Phones: Lanc. 8277 





ATTENTION PETROLEUM CARRIERS 


We are now distributors of trailer tanks manufactured by our associate 
Company, T. C. L. Inc. The factory is located a few miles East of Lan- 


Mr. R. A. Bradley who is widely known in the tank field is Vice-President 
and Chief Designing Engineer of the new company. Our new light weight 
tanks have been thoroughly tested and are proving that there are no better 
units on the road. Our 5000 gallon tank for Penna. operation weighs slight- 
ly under 7000 pounds. We would appreciate your inquiries and will quote 


TRAILER COMPANY OF LANCASTER INC. 


Leola 6-2521 


For Sale 





STEEL STORAGE TANKS 
Railroad tank car tanks 6,500 
to 12,000 gal. cap. Coiled 
and non-coiled. They’re heav- 
ier, safer, cheaper. 

Also complete tank cars 
8,000 and 10,000 gal. cap. 
Your inquiries solicited 
Marshall Railway Equipment Corp. 
50 Church St., New York 7, WN. Y. 
Phone: COrtiandt 7-8090 

















MID-CONTINENT 


(Continued from p. 38) 


able to them at 7,25c, No. 2 at 6.875c, if they could pro- 
vide firm shipping instructions. At end of week, refiners 
in Oklahoma were quoting 7.75c for No. 1, 7.25c for No. 
2 to trade in general. Few inquiries were in market, how- 
ever, “at any price”’. 

No, 6 prices quoted by refiners to trade dropped to 
$0.85, as buyers continued generally to refuse to pay over 
$0.65 to $0.75 for material, depending on sulfur content. 
Resellers said high sulfur No. 6 was available to them in 
small lots at $0.70, but for larger quantities, suppliers 
were asking $0.75 and up, One buyer said his efforts 
to obtain 25,000 bbls. of residual at $0.75 met with no 
success. 

Lubricating oils generally continued weak, also, in both 
demand and prices, according to reports. 

Two South Texas refiners lowered their quotations, but 
lows of price ranges for both pale and red oils were un- 
changed. 

Gasoline trading continued light, as expected at this 
time of the year, but demand was fairly good locally in 
most areas, especially Texas. There was little northern 
demand, and cycled regular-grade was offered “freely” 
at 9c for resale, with some material showing up under 
that price. 


Gasoline Price Hikes Outweigh Drops 


WASHINGTON—Removal of oil price controls and in- 
crease in West Coast gasoline prices resulted in 0.3% boost 
in wholesale oil price index for week ended Feb. 17. Gaso- 
line increase of 1.0% had more than enough weight to 
override decreases ranging from 0.5% to 0.9% in price 


FEBRUARY 25, 1953 


indexes for other products. Following is complete index 
from Bureau of Labor Statistics and based on Platt’s 
Oilgram quotations (1947-49 equals 100) : 
% Change 
Feb. 10 to 
Feb. 17, Feb. 10, Feb. 19, 
1953 1953 1952 
Crude and products .. 107.5 107.2 110.4 
pS “eer eran 109.0 109.0 
Refined petroleum .. 107.2 106.9 110.8 
Gasoline iwedestee ce ae 114.3 114.5 
a ee 111.7 112.7 
Distillate fuels ..... 111.1 112.9 
Residual fuels ....... 78.9 . 97.2 
Lubricating oils ... 84.6 . 101.8 
Natural gasoline ...... 93.5 101.5 , 
Bureau’s wholesale price index for other commodities 
was up 0.1% to 109.5 for week ended Feb. 17. Bureau 


corrected last week’s figure to 109.4. 


California LP-Gas Prices Increase 

NEW YORK—Reports in liquefied petroleum gas circles 
indicate that some West Coast sellers have boosted prices 
for propane and butane-propane mix by 1.6c per gal., but 
that prices in other areas of nation are unchanged. 

On West Coast, increases from 4.8c to 6.4c per gal. in 
price for propane has been reported at a number of 
shipping points, but some suppliers say they still are 
quoting the lower level. 

In the Mid-Continent, both product supply and trans- 
portation have eased, and sources say that there now 
is no upward pressure on the general quotations of 4c for 
propane, 4.5c for butane-propane mix, and 5c for butane, 
Group 3. Actually, butane can be bought at “discounts” 
that places cost to buyer equivalent to propane, it is 
said. 

In the East, prices are firm, but no advances as yet 
reported. 


Feb. 17, 
1963 
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CRUDE OIL PRICES 


Prices in $ per bbi. of 42 U. 8S. gals. at the well, except Canadian crude prices as noted. 





Mid-Continent, Texas, New Mexico, Louisiana, Arkansas, Rocky Mountain and Other Fields 











SCHEDULE A B Cc D ¥ G H I a K L M N Oo P Qa R 8 = 
Gravity 
Below 12 .. ..-. past eles jeu cuce esee sess ose er 1.61 cove ied sige wines seen ees ‘ bee ales 
EL TE SRE DLE ee Ee BARS OEE I ee aS Be eka - dese:  behs -Yoabo. niad. haat é ora’ aarte 
eeee gees eee esse eves eeee eeee cece RR cua! Wine! Goan i nee oe: ee eee ; aN 1.40 
She iS Peas whee tees, kde?) Geb. Deke “i aeen Cie Agihd. {tae s. {cewext ~“\esee. Rime Vee ‘ olen Coie 
2.2% 2.10 2.16 2.46 2.38 2.48 2.43 2.53 1.95 2.14 2.19 2.21 2.28 2.33 1.81 eeoe 2.05 atl « 
2.27 2.12 2.18 2.48 2.40 2.50 2.45 2.55 1.97 2.16 2.21 2.23 2.30 2.35 1.83 pees 2.07 1.58 
odes 2.12 2.18 2.48 2.40 2.50 ewes core bees 2.16 2.21 2.23 2.30 2.35 eee eee ae erie 
2.29 2.14 2.20 2.50 2.42 2.52 2.47 2.57 1.99 2.18 2.23 2.25 2.32 2.37 1.85 veee 2.09 1.64 
2.31 2.16 2.22 2.52 2.44 2.54 2.49 2.59 2.01 2.20 2.25 2.27 2.34 2.39 1.87 coos 2.11 1.70 
2.33 2.18 2.24 2.54 2.46 2.56 2.51 2.61 2.03 cS fe = | 2.29 2.36 2.41 1.89 eoee 2.13 1.76 
éeae ake ocee 2.54 2.46 sees 2.51 2.61 bee 2.22 2.27 2.29 2.36 2.41 er Sees 5 u's page 
3-38 2.20 2-38 2.56 2.48 2.58 2.53 2.63 2.05 2.24 2.29 2.31 2.38 2.43 1.91 ecee 2.15 .-2 
2.37 2.22 2.28 2.58 2.50 2.60 2.55 2.65 2.07 2.26 2.31 2.33 2.40 2.45 1.93 Jeos 2.17 1.88 
2.39 2.24 2.30 2.60 2.52 2.62 2.57 2.67 2.009 2.28 2.33 2.35 2.42 2.47 1.95 etee 2.19 1.94 
2.41 2.26 2.32 2.62 2.54 2.64 2.59 2.69 2.11 2.30 2.35 2.37 2.44 2.49 1.97 cove Souk 1.99 
2.43 2-38 2.34 oo 2.56 2.66 2.61 2.71 2.13 2.32 2.37 2.39 2.46 2.51 1.99 a*ae 2.23 2.04 
2.45 2.30 2.36 220 2.58 2.68 2.63 2.73 2.15 2.34 2.39 2.41 2.48 2.53 2.01 2.50 2.25 2.09 
2.47 2.32 2.38 2.68 2.60 2.70 2.65 32.75 2.17 2.36 2.41 2.43 2.50 2.55 5as 2.525 2.27 2.14 
2.49 2.34 2.40 2.70 2.62 2.72 2.67 2.77 2.19 2.38 2.43 2.45 2.52 2.57 soe 2.55 2.29 2.19 
2.51 2.36 2.42 2.72 2.64 2.74 2.69 2.79 sve0 2.40 2.45 2.47 2.54 2.59 2.575 2.31 2.23 
2.53 2.38 2.44 2.74 23.66 2.76 2.71 2.81 cece «6843 (3.47 «623.49 «893.56 «2.61 2.60 2.33 2.27 
2.55 2.40 2.46 5:20 2.68 3.28 2.73 2.83 2.44 2.49 2.51 2.58 2.63 2.625 2.35 2.31 
2.57 2.42 2.48 2.78 2.70 2.80 2.75 2.85 2.46 2.51 2.53 2.60 2.65 2.65 2.37 2.35 
2.59 2.44 2.50 2.80 2.72 2.82 2.77 2.87 2.48 2.53 2.55 2.62 2.67 2.675 2.39 2.39 
2.61 2.46 2.52 2.82 2.74 2.84 2.79 2.89 2.50 2.55 2.57 2.64 2.69 2.70 2.41 2.41 
2.63 2.48 2.54 2.84 2.76 2.86 2.81 2.91 2.52 2.57 2.50 2.66 2.71 2.725 2.43 2.43 
2.65 2.50 2.56 2.86 2.78 2.88 2.83 2.93 2.54 2.59 2.61 2.68 2.73 2.75 2.45 2.45 
2.67 2.52 2.58 2.88 2.80 2.90 2.85 2.95 2.56 32.61 2.63 2.70 2.75 2.775 2.47 2.47 
generally were effective as of 7 a.m., Gulf Coast Willamar (Pan American, 8-1-50) ...... 2.40 
Dec. a. 1947, pe 4 noted, (Heyser & Others) | Yates (Guif, Humble, Shell) .......... .35 
by general Details of fields | Zoborski (Humble) .........+.+0e+s00++ 2.54 
res wg ba any Nae te sched- Sehedule I (20-40 gravity): Continental, Hum- | 
— a excep- ble, Magnolia, Pan American, Republic; Sun | N Mexi Sou 
be furnished on request 7-13-49. ge i -eggy a eviaed 
6 | Schedule C: Atlantic, Continental, Humble, 
oO OMA Gulf Coast | Magnolia, Phillips, Shell, Sinclair, Stanolind, 
Schedule A: Carter, Continental, Gulf, Mag- (Kelsey & Others) | Texas Co 
notia, Pi Phillips. Shell, Sinclair, Stanolind 0. € Schedule J: Humble, Sun. New Mexico 


Pure for all fields exce 


Schedule” D: Pure (12-12-49) for 


> is ie Field. 


KANSAS 
Sehedule A: Carter, Continental, Guif, Phil- 
Hips, nuae, Shell, Sinclair, Stanolind O. P., 
Texas C 
TEXAS 
North-North Central 


Schedule A: Continental, 


Gulf, Magnolia, Sin- 
clair, Stanolind, Texas Co. 


East © 
Schedule B: Humble, Sinclair. 


West Central 
Sehedule A: Humble. 


Panhandle 
Schedule A: Gulf, Humble, Magnolia, Phillips, 
Texas Co. 


East Tex 
2.65 Flat Price: Atlantic, Gulf, Humble, Mag- 
ye Phillips, Shell, Sinclair, ‘Stanolind, Tex- 
a 
West Texas (Sour) 
Schedule C: Atlantic, Gulf, Humble, Magnolia, 
Phillips, Shell, Sinclair, Stanolind, Texas Co. 


West Texas (Sweet) 
Sehedule A: Atlantic, Gulf, Humble, Magnolia, 
Shell, Sinclair, Texas Co. 
West Texas 
(Fullerton & 2 
Sehedule D: Atlantic, Guif, 
Pan American 3-15-50 Phillipe 
clair, Stanolind, Texas Co. 
West Texas 


mble, Magnolia, 
Shell, Sin- 


Seurry County Area) 
Schedule Gulf, Magnolia, Pan American, 
Stanolind, sun. Texas Co. 


(Low Cold Test) 
(24-30 gravity): 


Sehedule F Humble 7-8-49, 
Stanolind 0.G. & 


Texas Co. 7-12-49, Sun 7-13- 
49, Continental, Sinclair” & Si OF, 
7-14-49. 
& Others) 
Schedu ( gravity): Atlantic, Gulf 
7-11-49, Humble, —' American, Republic, 


Sinclair, Sun, Stanolind 0.G., Texas Co, 


Gulf 

a — mS «& geen) 
Schedule G: Guif, Humb) agnolia, Pan 
Spanos, Phillips ‘2-1-51, Sinclair, Sun, Texas 


(Refugio & Others) 
H: Atlantic, Humble, Republic, Sin- 
clair, Phillips, 3-1-49. 


& Others) 
(24-29 ): Humble 7-8-49, 
Le a 7-11-49, Sinclair 7-14-49, Texas Co. 
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| 


Alief (Pure) 


Boynton (Humble) 
Cayuga crude (Pan Am, 1-1-50) . 
Cayuga cond. 


Texas Miscellaneous 
Agua Dulce (Republic) 






Aransas (Atlantic)—2e “above 
(Humble) . 


Benavides & E. (Republic) 


(Pan Am, 3-1-48) 





Chapel Hill, Below 50 (Gulf, Sinclair). 358 
_ Chapel Hill: 50 & Above (Gulf, Binelair) 2.65 
‘ Charlotte (Humble) .............. Schedule B 
CONSE. CHURNED occ cc ce sdpccovctatesés 2.54 
Clay Creek (Sun) . hy 2.40 
Cleveland & N. (Sheil, cE 1- 49) 2.83 
Conroe (Humble, Sun, Texaco) ....... 2.83 
Darst Creek (Humble, "Magnolia, Texaco) 2.54 
Earl Lee (Pan Am, 7-6-51)—3c below 
. Schedule K 
Forest Hill ‘(Pan ‘Am, "2 6-51) —Se below 
. Schedule K 
Gist, 35 & above (Atlantic, 5-1- 50) ae 
Gist. below 35 (Atlantic, '8-23-  ) meereee ~ | 
Hawkins (Humble, 4-25-49) ..... Schedule K 
i . MEPS... 4 a e'ecne cuss em heee 
Llmogene Capmitey evins se¥awes ed Schedule 
OE Een eee 2.5 
Livingston (Shell, 5-1-48) .. 383 
Longhorn & E. (Republic) ............ 2.75 
Long Lake (Sinclair) ..........0ee+++++ 2.65 
Luling (Magnolia) .........eccssececes 2.45 
Lytton Springs (Magnolia) 2.57 
Manford (Humble) .........-+.s-++-+- 54 
Manziel (Pan Am, 1-1-50) Schedule K 
Mariposa (Humble) .......+.++s5. Schedule B 
Merigale-Paul (Pan-Am, 1-1-50)...Schedule K 
Midway, 35 & ab. segregated (Republic) 2.80 
Midway Lake (Pan Am, 7-6-51)—5c below 
dub wb) Obs ahaa nee cecescct ead Schedule K 
MeCoy (Shell, 5-1-48) .........eeeeeeees 2.83 
North Vidor (Magnolia) 2.80 
Opelika (Magnolia) ..........6-ceseees 2.65 
Palagana Dome (Republic) .........+.-- 2.75 
Pearsall Saal le below ..... Schedule N 
+ Wf RET EER ee Ta Tee ee chedule A 
Pine Millis Pas Am, 17-6-51)—3c below 
G60 ins Kha ed Os eviedsatershctees Schedule K 
Pita menage Sct eks os cede ete buere hedule B 
Piomouth, het Butkct cs ac theaaees Schedule A 
jt na ign | wee] low oct. (Republic) 2.65 
tman, Eagle Ford & Sub-Clarksville 
“oe (Pan Am_ 1-1-50) ........ nantes 5 
Quitman, Paluxy (Pan Am, 4-27-49). 2.62 
Rooke ( —) wietWe cee 66900000 S4ESS 2.65 
Salt Flat (Humble) ..........+-.+-s+. 2.54 
Sand Fiat (Humble. Pure, 4-25-49) .Schedule K 
Satsuma (Stanolind O.P., 4-1-50) .... 2.75 
Schwab (Shell, 5-1-48) .........eseees 
Gulf, -48) Schedule F 
Shepherd (Shell, 5-1-48) ..........44+- 2.83 
South! ( ~ Sy b <écdulste On eh skeen 2.75 
Sweden (Republic) ........-...s0+eees 2.75 
Talco (Humble, 25-49) «seeeees+ Schedule K 
Taylor Link (Shell) ......-.0.ceesees 
Tenney Creek (Humble) .............. 2.54 
Tomball (Humble, nen, a) 2.83 
Van (Humbie, Pure) ... 2.48 


i 


(Fullerton & Others) 


Schedule D: Humble, Magnolia, Phillips. Shell, 
Sinclair, Texas Co. 


PENNSYLVANIA GRADE 
(Feb. 16, 1953) 


Allegany, N. Y. (Seep, Tide Water).... $4.40 
Bradford, Pa. ‘eeep. Tide res ene 4.40 
Buckeye, Ohio (Seep) 3.91 
Eureka, W. Va. (Pure, Seep) sbectbene 3.91 
Middle Penn. District (BORD). ecave veces 4.40 
Southwest Penn, (Seep) ...........+++ 3.97 
Zanesville, Ohio (Ashland) 3.20 


MICHIGAN 


(Only the lowest and highest postings in price 
schedule of each company are shown below; 
complete schedules may be obtained on request 
to NPN) 
Bay 

Adams (Heavy) & Deep River (8-1-50) $2.62 

Buckeye (11-1-49) & Bentley (2-1-50). 2.75 
Leonard—7-16-49: 

Clare City 


Fork & Seher | re Sarre 2.80 

re 

Adams & Deep River (8-1-50) ...... 2.62 

Coldwater & other fields (7-1-49) .... 2.80 
Simrall—6-24-49 

Montmorency 2 PCC ee Pee 

Barryton-Sun Denslow 2.94 


rs, ~ tp age 
Coldwater "& Isabella 


ILLINOIS-INDIANA-KENTUCKY-OHIO 
pet we — Ky. (Owensboro-Ashiand, 


7-1-49 La havhd be chead ba be caatekes see 
Butler in "Ky.. *(Owensboro- Ashland, 

7-1-49) 2.55 
Cleveland, 0. & ‘Others (S. O. "Ohio, “ie 

DD. hd vate og cade co es nee cess ebege 2.60 
Clinton Co. 7. (Ashland O, & T.) ... 2.60 
Corning, O. (Seep, 5-6-49) .........-:. 70 


Eastern Illinois (Ohio Oil) 1c below.Schedule F 
Hitesville, Ky. & Others (Carter) .... 2.77 
Illinois Basin (Ashiand O. & R., Gulf, 
Lo  aeepe Ohio Oil, Shell, 





Sohio, Tex- 2.77 

Indiana’ Basin (Ashland 0, & R., “sohio) 2.77 
Oo. (8. O. Oh 0, 5-1-49) . 2.40 
Toate. mn (CAPTET) ccccccccccce 2.77 
Mattoon, Ill. (Carter) .......-eesseees 2.77 
Plymouth, Ii. (ohio. Oil, 7-1-49) 2.44 
Rag rade, Ky. (Ashland 0. & T) 2.43 
Somerset Grade, Ky. (Ashland 0, & T.) 2.83 
Southern Illinois (Mohawk) ........-+-+ 2.77 
Western Kentucky (Sohio) ..........+. 2.77 

LOUISIANA-ARKANSAS 
Sour 


(Schuler, Jones Sand) 
Schedule L: Esso Standard. 
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Prices in $ per bbl. of 42 U. 8. gals. at the well, except Canadian crude prices as noted. 


CRUDE OIL PRICES 





ark is Sour 


( & Others) 
Schedule M: Arkansas » A Standard. 
N.I i Sweet 
(Homer & 


Others) 
ae N: arkeasas Fuel, Gulf, Esso Stand- 
ard. 








N. Louisiana-Arkansas Sweet 


(Caddo & ) 
Se Arkansas Fuel, Gulf, Magnolia, 


hedule A: 
Esso Standard, Stanolind. 
Northeast Louisiana 


(Delhi & Others) 
Schedule A: Esso Standard, Stanolind, Sun. 


(Holly Ridge & Others) 
Schedule ©: Esso Standard, Stanolind. 


Central 
(Olla & Others) 
Schedule P: Arkansas Fuel, Esso Standard. 


& Others) 
Gulf, Magnolia, Pan 


( ien M 
Schedule P: Continental 
Esso St andard, Stano- 


American, Pure, Shell, 
lind, Texas Co 


Coastal Louisiana 
(Hackberry & Others) 
Schedule P: Gulf 2-4-50, Stanolind 2-1-50, Sun 


2-3-50. 
ye Louisiana 
w Cold Test) 
Schedule F t+ Gravity): Pan American 
es 13- 4°. Shell a 25-49, Sun 7-13-49, Texas Co., 





Cotton Valley, La. Crude (Esso Standard) 2.70 
Cotton Valley, La. Dist. (Esso Stan 
ard) 
Creole (Pure 
Georgetown, (Ark, Fuel 1-1-51) ... 
Haynesville, La., F .  rerrstd Lime (Ar- 
kansas Fuel, if) 
Jennings, La, “Guilt, Stanolind) 
Lisbon, La, Crude (Gulf 


2.61 
2.54 


( ) 
La. (Ark, Fuel 1-1- -51) 
Urania, La, (Ark. Fuel 1-1-51) ........ 
Ville Platte, La. (Continental) . 
W. Mermenteau, La. (Continental) — 


MISSISSIPPI 
Baxterville crude (Guif 2-5-52) 
Baxterville dist. (Gulf) 
Carthage Pt. dist. 


. (Pure) .. 
“a Pt. Sweet om, 


(Esso Stand- 


49) edule Q 
Fayette & Others (Esso Standard). “Behedule 8) 
Fayette Sweet dist. (Esso Standard). 2.85 
Gwinville Sweet dist. (Esso Standard). 2.85 
Pickens (Carter, Sohio) > 
Tinsley (Sohio, "2-1-50) lc “above. . Schedule 8 


COLORADO 


Canon City (Continental) 
Florence (Continental) 


Elk Basin Light & Others 


(Ohio Oil, 
Stanolind) g 


ceseeeeess -SChedule A 
Others 
Stanolind 


Heavy & 

Ohio Oil, 
GB” « cccece 

Kevin-Sunburst (Texaco, Phillips). 


Pondera (Phillips) ‘Schedule R 


WYOMING 
Big Sand Draw Condensate (Sinclair, 6- 
a pees Oil, 12-20-49; Stanolind, 1- 
12-.0) 
Elk Basin Light & Others (Carter, Con- 
=. Ohio Oil, Sinclair, Stanolind, 
Schedule A 
nk “Basin Heavy & “Others "(Carter ‘b-14- 
49; Ohio Oil, Stanolind 5-16-49). .Schedule T 
FE \fahoney Dome (Sinclair) 2c below 
Schedule C 


CANADIAN FIELDS 


(Postings of Imperial Oii Ltd. Prices are in 
Canadian amma per Canadian bbis. of 35 
ae gais.) 
Acheson /Stony Pis D-2 & D-3 zones 
(1-16-52) --+ $2.535 
Armisie, Lower Cretaceous zone 
(1-1 6-52) 
Bothwell daa 1-50) 


Ft. Collins (Continental) 5c — 
lies oo, Texaco) 

Moffat (Texa: 

Rangely (Phillips. (31-40) 

Tow Creek (Texa 

Walden (Continenta § 

Wellington (Continental) "Be ‘below. 


Excelsior (6-23-51) patel 
Glencoe (11-1-50) . etge 
Golden epee, D- 2° & D-3 zones 
(1-16-52 , 

Joseph Lake, Viking zone ct 16-52) . 
Leduc-Calmar (6-1-51) 

Oil Springs (11-1- 30) 

Petrolia (11-1-50) ... 


South Louisiana 
(Westwego & Others) 

Schedule ©: Esso Standard, Stanolind. 
LOUISIANA-ARKANSAS MISCELLANEOUS 
Arkansas Sour Dist. (Limestone): 
Big Creek, Calhoun, Columbia, Dor- 
cheat-Macedonia & McKamie (Esso 

Standard) 
Arkansas Sweet Dist. 
a 
a 


aie (Republic) “Vosed 
(Continental) 
(Atiantic 5-1-50) 


(Sandstone) : 
(Esso Standard). 
cond, (Texaco, 


Brady (Phillips) 
Creek gap | = -50) 
Cut Bank (C aad illips 
Bank (Texac 
Darling (Carter) 
Dry Creek (Ohio Oil) 


” Prices, 2 OB 
begin with 33-33.9 at 
per degree of 


Turner Valley Crude re 24-51) : 
roducer’s 
2.94 with 2c 

gravity to 64 & over at $3.56 


Bivins, La, 





CALIFORNIA 
S. O. California prices effective Feb. 16, 1953. All gravities above those quoted take highest price offered for the field specified. 
SCHEDULE 7 SCHEDULE 9 12 13 14 
Gravi 
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Schedule 
21 
18 
25 


Schedule 
Elk Hilis (Shallow a gh -Anaheim om 


Elk Hills (Stevens 
El 


eee Oa Seal Beach 
ne) 10 Signal Hill (Long Beach) 
8 Torrance 
Wasco .. 
West Cat Canyon- Los 
Flores , 4 
West Coyote .. 29 
Wheeler —— ee 16 
Whittier ..... ee 27 
Wilmington 19 


ssumuate.Other Than 
Anaheim Sugar Area. 
Pleasant Valley 
Raisin City 
Richfield . ; 
Round Mountain. 
Santa Fe Springs ..... 
Santa Maria Valley ... 


11 
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Office Machines Multiply Jobber Savings 


NEW CYCLE BILLING MACHINE 
now handles all posting and billing for 
Crown Petroleum. Statements, pre-ad- 
dressed from the customer plate file, 
are placed in the machine alongside the 
corresponding ledger card. Accumulated 
delivery tickets are itemized on the state- 
ment, whereupon the machine automatic- 
ally computes and enters the total on 
both statement and Jedger card. Left, 
Marcus Hoberman, secretary and office 
manager, answers a. question raised by 
Mae Steinberg, operating the new ma- 
chine 


PLANNING FOR MORE CUSTOM- 
ERS are, left, Frank Kundahl, sales 
manager, and Sam B. Wilkes, president, 
Crown Petroleum Corp., Hartford. Mr. 
Kundahl is a director of the Connecticut 
Petroleum Assn. Mr. Wilkes has repre- 
sented the association at recent meetings 
of the Nationgl Oil Jobbers Council 


By FRANK C. STURTEVANT 
NPN Staff Writer 


Saving money through mechaniza- 
tion of office work is not something 
for big oil companies alone. More 
and more oil jobbers are taking 
advantage of the speedy short cuts 
offered by labor-saving machinery. 
Among the larger oil jobbers who 
have gone over into the more ad- 
vanced type of bookkeeping is the 
Crown Petroleum Corp., Richfield job- 
ber of Hartford, Conn. 


This company, like many other 
oil marketing firms with large 
numbers of domestic heating oil cus- 
tomers, found that one of the in- 
cidental effects of a growing busi- 
ness is a first-of-the-month jam in 
getting bills out to customers. As 
everyone in the oil business knows, 
the postwar years were a period of 
heavy expansion in the consumption 
of all petroleum products, especiaily 
fuel oil, As Crown capitalized on 
the trend by going after new cus- 
tomers, the billing load grew month 
by month. 

Meanwhile other trends interposed 
new difficulties. By this time, in 
most offices the work week had be- 
come fixed at not over 40 hours. 
Also, employer policies toward such 
things as time off, recess periods, 
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SANTOLENE C 


ets 


i 
& Refining Co. 


FEBRUARY 25, 1953 


Prior to November 1950, The Globe Oil & Refining Co., 
Lemont, Illinois, had the usual problem of corrosion in 
blending tanks. 


Today, the corrosion problem is no more, because the 
Company is using sufficient Monsanto Santolene C, added 
with inhibitor and metal deactivator as regular and premium 
gasolines are treated in the blending tanks. Santolene C 
requires no additional equipment at the Globe Refinery. 


Santolene C is product-soluble, burning completely with the 
fuel. Diesel and gasoline engine tests prove that Santolene C 
does not reduce engine cleanliness . . . causes no injector 
fouling . . . has no adverse effect on any factor of 

engine performance. 


If you have a corrosion problem with light petroleum 
products in storage or transit, investigate Santolene C. For 
information, write, wire or phone MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Division, 800 North 
Twelfth Blvd., St. Louis 1, Missouri. 


SANTOLENE C 


MONSANTO 


CHEMICALS ~ PLASTICS 


Santolene: Reg. U.S. Pat. Off. 


























Oil helps him haul a priceless cargo... 


The most priceless cargo of all — human beings. He carries your kids to 
school . . . your wife to the village to shop . . . GIs homeward bound. 
He and others like him, deliver over eight billion folks a year — on 
time, comfortably, safely. Oil helps him to do this job. 
Over 5000 bus companies operate today in our free economy. The 


result: the best bus service in the world. The Texas Company 





takes pride in its leadership in supplying this vital field of transportation. 


The Texas Company 
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OFFICE MACHINE SAVINGS 





NEW OFFICE AND DISPLAY ROOM of Crown Petroleum Corp., Richfield jobber of Hartford, Conn. 


work load, and many other aspects 
had become more and more lenient. 
Socially desirable as these changes 
may be, the inevitable end resuit 
is a decline in the output per worker. 
The decline has been observable over 
the past 20 years. 


Against this background, an analy- 
sis of Crown’s problem showed these 
figures: 

A customer list of close to 8,000 
accounts created a total of between 
15,000 and 20,000 individual transac- 
tions per month. All of these had to 
be posted to ledger cards from the 
delivery tickets turned in from the 
bulk plants each day. At the end 
of the month statements had to be 
made up for each customer and put 
in the mail. 

Two girls, operating two billing 
machines fuil time could not handle 
the volume. Even with overtime 





The Cover 


The photo on this week's 
cover shows the office and em- 
ployes who do the record work 
for Crown Petroleum. Cus- 
tomer ledger cards are shown 
in trays in the foreground. The 
entire file may be raised or low- 
ered to convenient height by 
push button control. At night 
a push button lowers the en- 
tire file into a fire-resistant rec- 
ord safe, and a metal cover, 
hinged at the back, moves into 
position for locking. 
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and Saturday work, it was still a 
race to keep up with the load. Ten 
days at the beginning of every month 
were required to get out monthly 
statements, and during this 10-day 
period daily posting, collection fol- 
low-up and other record work had 
to be curtailed or suspended. 

The balance of the month was a 
scramble to catch up before the next 
billing period. One solution would 
have been the purchase of a third 
billing machine and an increase in 


the office force. This would still 
leave the first-of-the-month rush to 
get statements out, with its at- 
tendant disruption of other work. 
And the statements would still be 
late getting to customers. 

Old System Goes—It was at this 
point that the Crown mangement 
decided to abandon altogether the 
traditional practice of billing by the 
calendar month. Department stores, 
where the biggest number of retail 
charge accounts is handled, have long 
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THIS BURNER SERVICE TRUCK is one of a number of similar units operated 
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by Crown Petroleum Corp., Hartford, Conn. 


since departed from this tradition. 
Public utilities never have billed by 
the calendar month. Major oil compa- 
nies all use cycle billing. 

Persuaded by these considerations, 
the Crown people adopted cycle bill- 
ing last fall. A billing machine, 
designed especially for cycle biiling, 
was purchased to replace the two 
billing machines formerly in use. A 
complete new set of ledger cards, 
with appropriate new filing equip- 
ment was installed. New statement 
forms were adopted. 


Cycle billing means dividing the 
customers into groups, and assigning 
a different billing date for each group. 
The number of groups, or “cycles” 
can be varied to suit the needs of 
each business, but at Crown it was 
decided to break down the customer 
list into five groups. Thus billing 
is done on five different dates 
throughout the month. 


More important, cycle billing pro- 
cedure involves a new method of 
keeping the accounts receivable ledg- 
er cards. The daily posting of de- 
liveries from the sales ticket to the 
customers’ ledger cards is dispensed 
with entirely. Instead the sales 
tickets are simply dropped into the 
ledger card file, each ticket being 
filed directly behind the card for the 
customer who got the delivery. 


Work Load Cut—This one change 
eliminates an immense amount of the 
handling involved in taking ledger 
cards out of the file, inserting them 
into a machine, posting the amount 
of the sale, and putting the ledger 


card back into the file. Posting is 
done only once, when it comes 
time to bill the customer. Then all 


of the tickets are taken out, the a- 
mounts written on a statement, and 
the total posted to the ledger card, 
in one single machine operation. 
From the combined improvements 
in equipment and system attained 





through the switch to cycle billing, 
impressive savings have been made 
in labor and time. Instead of two 
girls working full time plus over- 
time and Saturdays, now one girl 
working about haif time, handles all 
of the postings to customers’ ac- 
counts and the preparation of month- 
ly statements. 


The statements are “monthly” in 
the sense that they are sent out at 
the end of the 30-day peried, but 
statement dates no longer conform 
to the calendar month. 

Gone is the office jam during the 
first 10 days of each month. State- 
ments are always in customers’ hands 
promptly, collections are faster, of- 
fice records are current at all times. 


Change Was Smooth—Customers 
fell in with the new method with 
little or no friction. Commercial ac- 
counts and dealer accounts also have 
been set up on billing cycles, with a 
minimum of explanation and dis- 
turbance. Thus all accounts receiv- 
able are successfully incorporated in- 
to one system, regardless of the 
nature of the sale. 


By way of explanation, it should 
be noted that Crown Petroleum does 
a big volume of both gasoline and 
fuel oil business with commercial 
customers. One of the biggest fleet 
operators, for example, uses better 
than 500,000 gals. of gasoline a year. 
Most of the iarge buildings in the 
area are oil heated, so that the com- 
mercial fuel oil business is an im- 
portant item. Large users are likely 
to have numerous delivery tickets 
in the course of any 30-day period. 


Although fuel oil comprises nearly 
75% of the firm’s annual volume, 
which runs somewhat above 40,000,000 
gals., there are continuous gasoline 
deliveries to the Richfield service 
stations in the marketing area which 
stretches from Hartford, through 
Springfield, north as far as North- 


ampton, Mass. Meter tickets for 
service station deliveries are handled 
in the same way as other deiivery 
tickets. 


Burner Sales Too—Finally, the 
company sells, installs and services a 
line of domestic and commercial oil 
burners. From these activities charg- 
es originate from time to time and 
these also become part of the flow 
through the billing routine. Burner 
service, especially, is continuously ac- 
tive. Some of the service and some 
of the burner materials are covered 
by annual contract, while some are 
billed separateiy as furnished. Tick- 
ets from the burner department are 
priced and extended by that depart- 
ment before being turned in. 

Other transactions originate from 
sales of solvents, motor oil and grease 
to commercial accounts and to ser- 
vice stations. The latter also get 
deliveries of the company’s two TBA 
lines, Mansfield tires and Prest-O- 
Lite batteries. 

One impelling reason for adopting 
a billing plan with some room for 
growth was the fact that Crown 
Petroleum carries on a consistent 
advertising and sales program for 
new business, In addition to such co- 
operative advertising as is available 
through Richfield, Crown retains a 
Hartford advertising agency, the 
Randali Co., to handle a newspaper 
and television campaign on a con- 
tinuous basis. 

With so much effort being di- 
rected toward increasing the number 
of accounts on the books, the only 
consistent move to make was to pro- 
vide both for present bookkeeping 
needs and.for some reasonable dist- 
ance into the future. For this end, 
a cycle billing system seemed to be 
the answer for Crown Petroleum. 


Heating Oil Stability 
Improved by Additive 


Home heating oils are more stable 
with the use of a new additive, Gulf 
Oil Corp. reports. 

In use for two years, the company 
is now making the results of its 
tests public. Virtually no complaints 
of sludging or other evidences of in- 
stability have been received from 
areas where the treated fuel oils 
have been in use. Five years’ test- 
ing and trial in Gulf labs lie back 
of the development, including large- 
scale field tests. 

The additive effectively reduces 
formation of sludge in the fuel; and, 
at the same time, it also disperses 
sludge previously present in an oil 
burning system into particles so fine 
they pass through screens and noz- 
zles to be harmlessly burned. It 
acts also to retard rust, further pro- 
tecting equipment from fouling. 
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DIPSTICK 
CHECK value as 
a real sales boost- 
er is confirmed by 
Du Pont survey 


Motor Oil Sales for the Asking 


By HOLGER RIDDER 
NPN Staff Writer 


How can motor oil sales at service 
stations be increased? 

Just ask the customers to buy 
more oil. The answer is that simple. 


Oil marketers, who every year 
spend thousands of dollars, draft ex- 
tensive and expensive sales cam- 
paigns and devote hundreds of hours 
to instruct, inspire and/or incite their 
station personnel to greater and 
more successful sales effort, may 
take issue with such a- simple and 
perhaps brash solution. 


So, let’s see what facts are avail- 
able to back up the “just ask” solu- 
tion. 

Du Pont’s Petroleum Chemicals Di- 
vision recently compieted an exten- 
sive survey of buying habits at serv- 
ice stations based on interviews in 
car-owning households and seasonal 
observations at the stations. 


Purpose of the survey was to docu- 
ment nationally and by four major 
marketing areas, the purchase pat- 
terns, attitudes and trends of service 
station customers. The marketing 
areas covered were: Northeast, 
South, Central and West (see map, 
p. 55). From the results of this sur- 
vey, Du Pont uncovered some per- 
tinent facts pointing up the results 
obtained from sales suggestions to 
service station customers. 

The Du Pont data brings into 
sharp focus the lack of even the 
simplest sales approach and the po- 
tential sales lost. For purposes of 
emphasis, the liberty is taken here 
to convert Du Pont’s percentage data 
into terms of units of 100 customers 


equal to 100%. (Complete percentage 
breakdown of returns made avail- 
able to NPN in answer to specific 
questions will be found in the table 
on p. 55.) 


Lube Solicitation—“How many mo- 
torists (%) were asked to buy motor 
oil?” 

Du Pont reports only 21.2%. In 
other words, only about 21 custom- 
ers out of every 100 were approached 
on motor oil sales. 


Of those asked, 80.9% bought oil 
when asked. This means that of the 
21 asked, about 17 bought. 

Let’s see what it might mean in 
the way of sales to a service station 
if 50% of all customers were asked 
to buy oil. If the Du Pont figures 
held true, this would mean 50 out of 
every 100 customers would be ap- 
proached to make oil purchases. 
Again applying the Du Pont data, 
it would be assumed that 80.9% 
would buy, So, instead of only 17 
oil saies out of every 100 customers, 
we would have a little over 40. That’s 
a gain of 23 oil customers for every 
100, or for a station with 250 steady 
customers, it would mean a gain of 
some 57 oil sales. 

There seems no question but what 
there are sales to be made merely 
for the asking. 


Oil Checks—Even more significant 
are the figures on dipstick checks 
and their relationship to sales. Here, 
apparently, Du Pont found service 
station attendants a bit more on 
their toes—but not too much so, 


In only 37% of the cases did the 
attendant ask to check the oil. That’s 
only 37 out of every 100 customers. 





After the check, once offered oil, 
80.9% of the customers bought oil 
—or about 30 out of the 37. 


Chassis Lube Jobs—Only 2.7% of 
the customers, or aimost 3 out of 
every 100, were solicited for lube 
jobs. Of those solicited, 44.6%, or 
almost half purchased a lube job. 
Proceeding on this basis, it can be 
assumed that if 50 of every 100 cus- 
tomers were solicited for lube jobs, 
theoretically about 23 might buy, but 
at least 10 or 12 would be almost 
certain customers. 


The fact that customers do want 
lube jobs is evident from the fact 
that the survey shows 6.3% of the 
customers bought lube jobs without 
suggestion from the attendant. That 
serves to bear out the earlier con- 
tention that a simple solicitation of 
more customers would result in more 


sa.es. 


Competition—If there is any doubt 
that the competition (car dealer 
shops, garages, etc.) is taking busi- 
ness from service stations, the Du 
Pont survey should help dispel that 
doubt, The survey shows that 26% 
of the customers purchase their oil 
elsewhere than where they buy gaso- 
line. That means 26 out of every 
100 customers are going to a com- 
petitor for motor oil. 


Summary—a<All told, the Du Pont 
survey supports in almost every in- 
stance the contention that motor oil 
and lubrication can be sold merely 
for the asking. At least, more of 
it can be sold in service stations than 
is now being sold. 

Back in April last year (April 9) 
NPN published an article with the 
title, “Lubrication Can Be Sold—But 
Not Sitting Down.” That title very 
aptly applies to the results of the 
Du Pont survey, and might also bear 
the sub-title, “Nor Can Oil Be Sold 
Without Suggestions to the Custom- 
er.” 

Then in September of last year 
(Sept. 17, p.56) NPN made the 
statement that: 

“Every service station employe 
comes fully equipped with the nec- 
essary intelligence and physical fa- 
citities needed to sell motor oil. All 
he needs to do the job—and no oil 
company would hire him in the first 
place if he didn’t possess these 
simple requirements— is: 

“1. Two hands to raise the engine 
hood and pull out the dipstick. 

“2. Two eyes efficient enough to 
read the dipstick level. 

“3. Sufficient intelligence to inter- 
pret the dipstick level and form a 
decision as to the customer’s oil 
needs. 

“4. A mouth through which to re- 
lay his findings to the customer and 
suggest adding a quart or two to 
bring the level up to requirement. 

“5. The ability to make change 
when the customer pays for his pur- 
chase.” 
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What Survey Shows About Lube Service at Stations 


U.S. NORTH - 
TOTAL EAST CENTRAL SOUTH 
QUESTION Jo Jo %o %e 
1. oy many motorists (per cent) were asked to buy motor 


eu 21.2 17.5 30.3 13.5 
How many bought when asked? ................... 80.9 84.3 82.6 75.0 
How often did attendant ask to check the motor oil? 37.0 49.9 38.0 21.7 


How many times did that check result in an oil sale? 
Per cent accepting oil after being offered .......... 


How many chassis lube jobs were solicited by attendants 


80.9 84.3 82.6 75.0 


(per cent) ? bce wien “ay eee 2.7 1.5 7.3 0.1 
What per cent of those solicited were sold? te 44.6 


How many lube jobs were bought without attendants’ 
suggestions ? Peres oe tear 6.3 


Were there any instances of attendants being “too busy” 
to handle oil change or lube job customers? Although 
we have no direct information on how many attendants 
were “too busy” we can state that there was a discrep- 
ancy between those who requested a lube j-b and those 
who received them which, it can be presumed, were those 
who were refused. Per cent lube requests not received. 


What per cent of customers bought oil and/or lube jobs 
at the same station where they purchased gasoline? 
Per cent who purchased oil elsewhere than where they 
ay betas ee. Foe ae eek : 


. What per cent of customers prefer to have their cil 
changes and/or lube jobs performed by the car dealer 
where they purchased their cars? Of those who purchase 
their lube oil at another location from where they pur- 
chase their gasoline: 

Those who purchase from another service station( brand) 
Those who purchase their oil at a garage or repair 
shop (service) .. Ria tae wi Lae : 

Those who purchase from a car dealer ........ , 
a who purchase at a chain store or mail-order house 
(price) ; 


. By age of car, does any data indicate that more oil was 
sold per actual solicitation to old cars or to new cars? 
If so, what were the percentages? 


TOTAL 1941 1946 1950 
U. 8. or to or 


Earlier* 1949 N 
Received oil checks bi 39.4 51.6 S17 


Received oil when checked 444 57.4 50.7 36.0 


* Operators of 1941 or earlier models are the best prospects for motor oil sales, and the most neglected since they had 
the highest acceptance when offered oil but received the least attention as far as oil checks were concerned. . 








Admittedly, the simple suggestion 
that a customer buy oil, an oil change 
or a lube job isn’t the whole answer, 
but it certainly holds promise for 
improvement over present standards 
of salesmanship found at most sta- 
tions. Once that improvement can 
be achieved, perhaps then is the 
time to concentrate on the more 
elaborate and extensive campaign of 
making real salesmen out of attend- 
ants. 

As mentioned earlier, there are 
some who will take exception to the 
simpleness of solving the problem 
of increasing motor oil sales. But 
there can be little room for argu- 
ment on the point that right now 
there is definite evidence that service 
station personnel, for the most part, 
aren’t even asking for more oil busi- 
ness right now. The attendant or op- 
erator may be wishing for more oil SURVEY AREAS 
sales, but there’s an acute shortage 
of “asking.” 
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OLD FASHIONED STATIONS like this Savory outlet at Front and Valley Str 


up in postwar gallonage race 





eets in Binghamton, N.Y., had hard time keeping 


Station Facelifting Pays Off for Jobber 


By RAYMOND E. BJORKBACK 
Eastern Editor 


An extensive station remodeling 
program is being parlayed by a low- 
er-central New York State oil jobber 
into gasoline gallonage growth equal- 
ing or exceeding the industry’s na- 
tional gains year after year. 


He is George L. Savory, whose 
Savory Oil Co., Binghamton, N. Y., 
operating literally according to plan, 
has been subordinating heating oil 
activity to gasoline, up-grading its 
outiets thoroughly, and enjoying al- 
most three times the total products 
volume it had in 1941, 

Mr. Savory’s design for his busi- 
ness doesn’t neglect heating oil, but 
accents gasoline for its less-seasonal 
character. In _ service stations he 
passes up new locations in favor of 
gradual but steady modernization of 
existing locations over a period of 
years. 

In every instance, the moderniza- 
tion has been followed by at least 
a 50% increase in the business done 
by the outlet. 

Mr. Savory’s planning hews to the 
conviction that the people who build 
grocery supermarkets “aren’t wrong” 
—they draw customers with facilities 
that are attractive and make it easy 
to get in, buy and get away. 

His planning holds fast, too, to the 
idea that the average distributor is 
better off bringing existing gasoline 
outlets up to this standard than he 
is in establishing new locations and 
going through the unprofitable period 
it usually takes to get them going 
properly. 

Modernization Pays—Also that the 
average distributor will find it feas- 
ible to upgrade his outlets, a few at 


a time, as iong as he has a sound 
financial statement and program to 
talk about in arranging for financing 
of the work. 


One of many ways in which Mr. 
Savory assures himself of something 
substantial to talk about on such 
occasions has to do with that matter 
of subordinating heating oil to gas- 
oline. 

While he is sure he has heating oil 
customers who, out of satisfaction 
with product and service, take to 
patronizing the company’s gasoline 
outlets (and vice versa), he says: 

“I like to keep the gasoline busi- 
ness ahead of fuel oil in my over-all 
picture. I believe it’s more economic- 
al to have your heaviest business in 
something which isn’t seasonal. I 
think if I were doing the reverse that 
I'd have a harder job keeping costs 
down.” 

Accordingly, Mr. Savory has con- 
tinually given considerable thought 
and study to service station trends— 
and the question of how best the dis- 
tributor can follow them, if not keep 
abreast of them and even anticipate 
them now and then. 


He was impressed years ago with 
the almost instant success of the 
supermarket, and began shortly be- 
fore World War II to improve the 
appearance and usefulness of his out- 
lets. 


Course Was Right—The war in- 
terfered right after he revamped two 
stations in 1941 on the strength of 
results from an experiment with re- 
modeling in 1938. But his conviction 
that he was on the right track was 
reaffirmed by the 1946 gallonage 
showings of the re-done stations, and 
he resumed the program in 1947. 


He’d replace, remodel or face-lift 


two ctations a year until his whole 
chain was up to standard. 

He’d do this out of (1) current 
earnings, (2) through arrangements 
to pay more rent for the improve- 
ment of stations he leases, (3) an 
occasional loan from a bank or in- 
dividual, and (4) encouraging opera- 
tors of stations he doesn’t control to 
follow his example. 

Doing the latter, he found, was just 
as feasible as all the rest. He could 
point to the gallonage improvement 
of the station that was redesigned in 
1938, a dealer-controlled outlet at a 
good highway intersection. Volume 
there had risen from some 280,000 
gals. in 1937 to 342,346 in 1952. In 
fact, says Mr. Savory: 

“Our experience throughout has 
been 100% as far as improvements 
paying off. We haven’t missed on a 
single station in getting increased 
sales which were more than commen- 
surate with the added investment. 
Invariably, the gain was in the range 
of 50% to 100%.” 

Come the end of next year, every 
one of his 30-odd outlets is to be up 
to an acceptable design-use level by 
today’s standards, several of them 
replaced with new buildings. 

Mr. Savory is now compressing the 
final phase of his program, originally 
drafted for five years, into three 
years, the first of which was 1952. 
He wants to be ready to meet added 
competition which he expects to ap- 
pear when the now-building Buckeye 
Pipe Line from Linden, N. J., gets 
as far as Binghamton on its way to 
Auburn, N. Y. 


Multi-Pump on Way—Before the 
wind-up, Mr. Savory will build his 
first multi-pump. That will have four 
or five two-pump islands, at right 


NATIONAL PETROLEUM NEWS 





A NEW LOOK was Savory Oil’s answer to problem of keeping station competitive. New building was completed in October, 1952 


angles to road on a tract whose four 
sides range in length from 109 to 
198 ft. 

It will serve neighborhood and 
worker traffic—has the highest traf- 
fic count Mr. Savory has ever found 
in the tri-cities area in which he 
operates, the Binghamton-Endicott- 
Johnson City area, population 155,- 
000. The site’s on the way to and 
from work for hundreds of employes 
of shoe and business machine fac- 
tories; considerable other traffic takes 
a favored route passing it, and near- 
by is a sizable homes development. 


Even with this project, on an ac- 
quired site, though, Mr. Savory won’t 
be departing completely from his rule 
of sticking with old locations. One of 
his present dealers will simply move 
across one of the streets converging 
there into the multi-pump when it’s 
ready. 


Planned Formula—aAll of Mr. Sav- 
ory’s projects have been at old loca- 
tions for two studied reasons. 


“First, financing is comparatively 
easy to arrange for a going location,” 
he points out. “Second, you don’t 
have the turnover of dealers that 
you will at new locations. 

“The jobber-distributor,” he ob- 
serves, “has to approach the problem 
of building or improving with the 
idea of incurring the least cost his 
purpose can stand. He has to do it 
out of present earnings. 

“While it’s not too hard for him to 
build the first station out of his first 
$25,000 of earnings, the excess profits 
tax makes it awfully hard for him 
to come up with the second. 


“If he can show good earnings, 
though, he shouldn’t have much dif- 
ficulty getting loans for building on 
improvements from banks and insur- 
ance companies. 

“However, if he’s going to build, 
it’ll pay him to look into the pos- 
sibility of leasing the new building 
to an individual who'll lease it back 
to him. That frees his capital. Pay- 
ing rent is preferable, too, from the 
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THROUGH WINDOW GLASS into showroom of Savory Oil station. 
favors large-area windows so motorist sitting in car can get view like this of TBA items 


tax angle, since the rent you pay is 
part of your cost of doing business. 

“Or it’s often possible to make fi- 
nancing arrangements with contrac- 
tors.” 

Mr. Savory feels “it’s good business 
also to obligate yourself for increased 
rental” 
leased outlet recovers the cost of 
improvements to the facility. 

“It’s good business,” he’s discov- 
ered, “because you'll have increased 
business as a result of the improve- 
ments.” 


Volume Climbs —In Mr. Savory’s 
case, his total gasoline sales have 
risen from 2,500,000 gals. in 1941 to 
4,340,000 gals, in 1952. His heating 
oil sales in the same period went 
from 311,000 gals. to 3,300,000 gals. 


whereby the owner of a- 


Company 


“The big thing we've accomplished, 
as I see it,” he says, “is that we've 
been able to show a gasoline sales 
increase at least equal to—most of 
the time better than—the national in- 
crease each year without setting up 
a single new location.” 


His system of outlets includes 14 
which he owns or controls by long- 
term lease, and about 20 owned or 
leased by dealers. He has six con- 
trolled stations and three dealer sta- 
tions to go before his revamping pro- 
gram is completed. 

Most of his dealers have neighbor- 
hood stations, and he thinks “neigh- 
borhood buciness is the most desirable 
business.” 


He believes “brand is not too im- 
portant”—that if you have a high- 
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JOBBER STATION PROGRAM 





way location with neighborhood busi- 
ness as a mainstay, you can also get 
a goodly amount of transient business 
without a prominent brand if the out- 
let is inviting. 

He has proved this with one of the 
outlets included in his revamping 
program. Before improvement, the 
station did no Sunday business. Now 
Sunday is the best day of the oper- 
ator’s week. He gets five to 10 
grease jobs and several wash jobs 
on the average Sunday—‘“all strange 
business.” 


Traffic Analysis—Today’s service 
station, Mr. Savory feels, should have 
increased approach areas and larger 
driveways because of increased traf- 
fic. These should be laid out accord- 
ing to careful analysis of the way 
traffic will “want to go”, thus han- 
dling traffic smoothly and with the 
least confusion. 

“The building, if you hope for 
steady neighborhood business,” Mr. 
Savory says, “should have facilities 
for complete service—up to general 
overhauling — such as _ lubrication, 
washing, tires, antifreeze, etc. 


“It should be arranged so that 
the dealer can effectively display the 
items the motorist needs. A display 
window should be low enough that 
the articles in it can be readily seen 
from the customer’s automobile. An 
all-glass display-office front is better 
yet. 

“Appearance of the building is most 
important. It should have modern 
lines to a certain degree, be neat, 
clean and give the impression of hav- 
ing the capacity for full service and 
volume business, just like the grocery 
super-market.” 


Follows Design—A one-time serv- 
ice station supervisor for the former 
Standard Oil Co. of New York, and 
later an employe of his supplier, 
Richfield Oil Corp. of New York, Mr. 
Savory has adopted the Richfield 


standard-design station for his own 
operations as well suited to the 
heads-up marketer’s purpose. 

Mr. Savory finds it to his advan- 
tage to be his own station supervisor 
for several reasons. 

“As a distributor,” he points out, 
“there’s one thing I can ‘sell’ that 
the major can’t. That’s the answer 
on the spot, whether the question is 
raised by a dealer or someone else. 

“I like to have the familiarity with 
my territory that frequent contact 
with dealers gives me. That way I 
keep up on what my competition is 
doing. 

“And then I’m not over-manning, 
but getting good production out of 
what manpower I have.” 


His dealer accounts pay on a load- 
to-load basis, for the most part, the 
rest paying cash. On tires, batteries 
and accessories, the dealer may have 
30 days if he requests the time. 

Mr. Savory keeps credit losses to 
less than 0.5% with a policy of in- 
vestigating each proposed account 
thoroughly, setting a credit limit for 
it, watching it and shutting off credit 
when the limit is reached. His credit 
manager “goes to work when an ac- 
count gets past due.” 

Savory Oil finances all its accounts 
—does no borrowing against accounts 
receivable. 

Two-Shift Delivery——Mr. Savory 
makes three tank trucks suffice for 
heating oil deliveries, which ran to 
3,300,000 gals. last year. He does 
this by’ double-shifting—working them 
a 14-hour day—during the heating 
season. They go into his heavy traffic 
areas beginning at 5 a.m., then into 
residential areas in late afternoon 
and early evening. 

Without double-shifting, he esti- 
mates, he’d have to have five trucks. 

Mr. Savory has managed to em- 
ploy the drivers for the three trucks 
on a seasonal basis. During sum- 
mers, they work for a road oil con- 





DOUBLE SHIFTING of this fuel oil truck and two others eliminated need for extra 
units and allowed Savory Oil to deliver 3,300,000 gals. of heating oil in 1952 





GEORGE L. SAVORY 
Ready for Future 


cern. Other distributors and jobbers, 
Mr. Savory suggests, might find 
they can make similar tie-ins for 
drivers with road building contrac- 
tors, soft drink distributors and other 
proprietors of seasonal businesses. 
He employs no salesman for heat- 
ing oil. He does, however, include in 
his heating oil activity the selling 
and installation of oil burners, and 
offers burner service to oil customers. 


Service Package —In addition, he 
makes available to those customers 
a “package” deal, which includes 
burner cleaning and two free service 
calls a season, for $10 (a price which 
he says is $5 too low) plus a-nine- 
month budget plan. 

The latter has been sold to slow- 
pay accounts, and provided for others 
requesting it. Now, however, it is 
to be promoted actively among all 
customers. 

Mr. Savory has been able to keep 
his bulk plant small—to 175,000 gals. 
—by hauling gasoline from the Key- 
stone Pipe Line, 77 miles away at 
Kingston, Pa., and his heating oil 
from the Sinclair refinery at Wells- 
ville, N.Y. In this, he has been em- 
ploying three transport trucks. Con- 
struction of the Buckeye Pipe Line 
will relieve him of any necessity to 
make any appreciable addition to 
storage facilities in the foreseeable 
future. 

Employes Stay—-Mr. Savory pur- 
chased his plant at the beginning of 
1937, leasing service stations. Some 
of his dealers have been with him 20 
yéars, and most of them 10 years 
or more. 

All of his original employes still are 
on his payroll, and most of the entire 
group have 10-year, or longer, rec- 
ords of employment by Savory Oil. 

The company defrays the entire 
cost of a pension program for them, 


NATIONAL PETROLEUM NEWS 








O1llC MEETINGS 





also life and group insurance policies, 
and disability, hospitalization and 
medical care insurance. 


With all his attention to his dis- 
tributorship, Mr. Savory manages to 
devote time and effort to numerous 
trade, civic and other outside activ- 
ities. His record in this respect in- 
cludes: 

Director of Empire State Petro- 
leum Assn. 

Member of the Jobber Advisory 
Subcommittee of the API's Market- 
ing Committee. 

Director of the First National 
Bank, Binghamton. 

President of Binghamton Chamber 
of Commerce 1951-52, and now direc- 
tor. 

Chairman of a citizens committee 
making a study of Binghamton’s gov- 
ernment, operations and finances and 
developing a long-range plan for fu- 
ture improvements and means of fi- 
nancing them. 

President of Blind Work Assn. 
(operating a factory employing 74 
blind persons). 

Director of Community Chest. 

Vice president of the local Boy 
Scout council and chairman of the 
camp committee developing a 500- 
acre camping tract with a natural 
lake. The committee raised $243,000 
for this project. 

Past president of the Binghamton 
Lions Club. 

Director of the Binghamton Men’s 
Club. 


Billups Markets Cigarettes 


NEW ORLEANS—Billups Petro- 
leum Co. has introduced its own 
brand of cigarettes for sale only at 
its service stations from Texas to 
Florida. 
Billups customers at cost by the 
pack or carton. The idea was sug- 
gested by H. H. Peyton, Billups’ Flor- 
ida vice president. 


The cigarettes are sold to 


i 


CINCINNATI is the scene of recent OIIC meeting of Kentucky-Ohio-Tennessee 


district. 


Helping to approve a schedule of public relations activities for 1953 were 


(left to right), Ralph Mast, Sinclair, Columbus, Ohio; E. M. Jolly, Esso Standard, 
Memphis; Dwight M. Hills, Sinclair Refining, Atlanta; and E. J. Bassett, Sinclair, 
Columbus, Ohio 


OIIC Seeks to Spur Jobber Activity; 
District Group OK'’s Campaign Tools 


CINCINNATI — Increased jobber 
participation in Oil Industry Infor- 
mation Committee work is to be 
sought by presentations at conven- 
tions of Independent jobber associa- 
tions, and by letters of invitation 
and folders 

This national plan was endorsed 
at the annual meeting of OIIC’s Ken- 
tucky-Ohio-Tennessee District Com- 
mittee here last month. Approval 
also was given to plans for another 
national OIIC advertisement covering 
jobbers and to increased attention to 
OIIC in company-sponsored jobber 
meetings. 


DISTRICT MEETING of the Kentucky--Ohio-Tennessee OIIC was held in Cincinnati 

Jan. 29. Among 70 oil men in attendance, were (left to right), Bill Lenon, district 

representative, OIIC, Cincinnati; Eric Weber, president, Ohio Petroleum Marketers 

Assn., Cincinnati; Don R. Waugh, national field supervisor, OIIC, New York; and 
M. A. Baur, district manager, Socony-Vacuum, Cleveland 
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Three new exhibits, all built 
around people in the industry were 
approved for production: “Your 
Neighbor Is an Oil Man” is a flasher- 
type similar to previous exhibits; 
“Portraits” of men who work in the 
industry;. and a mechanical book of 
pictures and messages, with pages 
turning automatically. 


Chairman Speaks — Stanton K. 
Smith, national OIIC chairman, told 
the meeting that the national ad- 
vertising program has shown amaz- 
ing effectiveness, despite its low con- 
centration. 


Mr. Smith said that local commit- 
tee activities offer as much (or more) 
benefit to the local oil man as to 
the industry—“My company, for in- 
stance, (Smith Oil and Refining Co., 
Rockford, Ill.) is currently averaging 
18 showings of ‘Crossroads, U. S. A.’ 
per month, and you can bet Smith Oil 
is better-known because of it.” 

Mr. Smith said dealers generally 
feel they are not a part of the oil 
industry—that it is something apart 
from them and their business. 
“Therefore I feel that we should be 
concentrating on internal education.” 

The OIIC must have constant re- 
juvenation, Mr. Smith declared, and 
getting men to work on the OTIC 
program depends on the attraction we 
can provide them. Basically, there 
are four reasons why a man will 
work for OIIC on a volunteer basis: 


1. Selfish reasons—for person- 
al profit. Some majors are cur- 
rently making this incentive cry- 
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stal clear by using OIIC activity 
as one of the measures of. gen- 
eral employe performance. Deal- 
ers and jobbers have not been 
sufficiently impressed with the 
selfish return possible—in the 
form of excellent materials free 
for their use, local recognition, 
etc., Mr. Smith said. 

2. The honor motive—The as- 
sociation through OIIC can bring 
honor and recognition to the in- 
dividual in many intangible and 
tangible ways. 

3. Symbolic attachment to the 
cause of free enterprise and the 
American Way of doing things. 

4. The gregarious instinct of 
the American businessman— 
We've got to make OIIC meet- 
ings fun, Mr. Smith said, and 
all the tools of the successful 
get-together must be used. 


Reaching Farmers—How Sinclair 
contacts farm audiences through 
their annual farm shows was de- 
scribed by E. J. Bassett, the com- 
pany’s Ohio manager. He said a lot 
of good can be accomplished by do- 
ing OIIC work right along with reg- 
ular company work, rather than by 
keeping it separate. This year’s Sin- 
clair farm shows will “play down” 
the commercial angle, while “play- 
ing up” the industry. A special two- 
page folder for this purpose, using 
much OIIC material, has been pre- 
pared for distribution at each show. 

Mr. Bassett said farmers are the 
toughest of all audiences to reach, 
and outlined four ways to approach 
them: 


Farm shows—75 farm shows 
planned for 1953 are expected to 
reach 75,000 people in Ohio with 
“OIIC materials. 


Films—In addition to OIIC film 
showings, Sinclair’s “Treasure Farm” 
will be shown extensively. It is strict- 
ly educational. 

Farm drivers—These men make 
thousands of farm contacts weekly 
and if they could be “sold” and would 
distribute OTIC materials, they 
wouldn’t have to “make a speech” 
to help the industry. 


County fairs, granges, and county 
agents—We have made considerable 
progress along these lines, Mr. Bas- 
sett said, but still miss many chances. 
Offering films to granges, OITC ma- 
terials and information to county 
agents, and having. displays at fairs 
can be very productive, 


Warning—G, R. Fenner, Columbus, 
Pure Oil, speaking on “Why OTIC 
in ‘53”, said the effect of the recent 
national election will be to curb the 
influence of those who wovld have 
driven our industry and others to- 
wards nationalization. But let us not 
be deceived, he said, as it is the very 
fact that they now may appear as 
the “opposition party” that we in 
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McDaniei Says OIC 
Works for Jobbers 


PORTLAND, Me. — The National 
Oil Jobbers Council took “a proper ap- 
proach” to jobber-supplier problems 
in designating February as “Consult 
Your Supplier Month,” George D. Mc- 
Daniel, general manager, eastern 
region, Socony-Vacuum, told the 
Maine Oi] Industry Information Com- 
mittee Feb. 10. 


Declaring that the main purpose 
of OTIC is to defend the industry 
against “those who want the gov- 
ernment to own it or impose con- 
trols on it,” Mr. McDaniel said: 


“There are some things the OIIC 
Repesmticdivn. of wan oll) companies large and cannot and should not attempt to 
small, are now competing for thousands ol cualited do. It cannot, for example, enter 
Pag Heine to AE 0 idle iniaty of jabs coughing fore into matters affecting the relation- 
ship between suppliers and custo- 
mers. These matters can be handled 
only by consultation between a sup- 
plier and his own customers, a fact 
which the National Oil Jobbers Coun- 
cil has recognized in designating Feb- 
ruary as ‘Consult Your Supplier 
Month.” I should like to say that 
‘Consult Your Supplier Month’ repre- 
sents what I deem to be a proper 
approach to whatever problems may 
exist between supplier and reseller.” 


At the same time, Mr. McDaniel 
said he believes OIIC is working for 
all in the oil business, “For every 
distributor, for every jobber, for every 
agent, for every dealer, for every 
employe of a large oi] company, for 
every producer, and every refiner.” 

It is, in his opinion, he said, mak- 
ing “a tremendous contribution to 
keeping our industry free.” 


Mr. McDaniel cited the threat to 
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CAREERS FOR YOUTH—How large and small oil companies compete for college 
seniors to fill oil industry jobs, is told in this Oil Industry Information Committee 
advertisement, scheduled to appear in national magazines and newspapers starting 
March 2. The ad emphasizes that thousands of graduating students find their careers 
in the oil industry—in all of its phases from research to marketing. The ad will 
appear in Saturday Evening Post, Look, Collier's, Life, American Weekly, New York 


News, Chicago Tribune, Philadelphia Inquirer, This Week, Newsweek, U. 


S. News 


and World Report, Pathfinder, Time, American Legion, New York Times Sunday 
Magazine, American Press, Broadcasting-T elecasting, Editor and Publisher, Publishers’ 
Auxiliary, and Quill 


OIC need to be warned not to re- 
lax our efforts to complete our ob- 
jective with the American people. 
Unless we are very much mistak- 
en, Mr. Fenner continued, the tack 
of the critics of business will not 
be to “pull in their horns.” Instead, 
at every opportunity, they will be 
attempting to tell the American 
people that they (the people) have 
made a serious mistake in chang- 
ing to a nationa] administration that 
will check the trend toward exces- 
sive controls of the “octopus” of in- 
dustry. The cry “special interest” 
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may well be expected to be sounded. 

Mr. Fenner said that instead of re- 
laxing, oil men everywhere should 
take a fresh look at the greater op- 
portunity to live and tell their story 
in @ way that will allow the ob- 
jectives of OTIC to be fully realized. 
We should demonstrate for all time, 
he said, that what we say we can do 
to better the interest of the individ- 
ual and of the nation as a whole is 
our sincere desire, but most of all, 
our actions. should prove it. 

“Let’s not put our heads in the 
sand,” Mr Fenner concluded. 


the U. S. economy constituted by 
“those who would establish govern- 
ment monopolies,” calling them “the 
real monopolists these days,” and de- 
fended issuance of the booklet of ed- 
itorial opinion about the “Interna- 
tional Petroleum Cartel” case over 
which OIIC has been attacked by 
Stephen J. Spingarn, member of the 
Federal Trade Commission. 


Without naming the latter, Mr. 
McDaniel said Commissioner Sping- 
arn “was attacking our free press of 
America for expressing its opinions 
on these actions against the oil com- 
panies,” 

‘Recounting that copies of the book- 
let were distributed so that oil com- 
pany employes, others in the industry 
and editors generally might see what 
the free press was saying about the 
various aspects of the former ad- 
ministration’s attacks on oil compan- 
ies operating abroad, Mr. McDaniel 
asserted: 

“If the distribution of editorials 
written by and published by the free 
editors of America is a crime, I for 
one would be proud to plead guilty.” 
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This Week 
Continental Oil Company 
Salutes 


Mr. and Mrs. Matt B. Smith . 
Smith Oil Company, Broken Arrow, Oklahoma 


Matt and Lucille Smith are a husband and wife team 
who really know the meaning of teamwork. And when 
they ‘“‘got hitched” to Conoco, they discovered it was 
definitely “‘for better’’! 


It all began years ago when both were mere toddlers. 
Matt’s folks lived in Arkansas and Lucille’s in Texas. 
We'd have no story to tell if fate hadn’t obliged. Both 
families moved to Oklahoma, and there, the future prin- 
cipals of the Smith Oil Company grew up, courted and 
eventually — married. 


But going back to the 1940’s, we find Lucille busy help- 
ing her father and brother in their petroleum jobbing 
business. And Matt? He’s busy in Europe, helping an 
uncle named Sam. Then, D day . . . invasion of France 
... and finally home again and married-life for Matt 
and Lucille! 

After the war, Matt worked with B. F. Goodrich Com- 


pany where he learned an unforgettable business lesson 
... namely, that quality is a magic key to sales. 


When Lucille’s father decided to turn his business over 
to younger hands, he turned to his son-in-law, Matt 
Smith, and to one of his star pupils—his daughter, Lucille. 


The young Smiths made bright and forward-looking 
plans. Despite the fact that the company they now 
operated had sold the same brand of products since 
1929, in 1950 they took a major step. They changed to 
Conoco products. Why? There were three considera- 
tions. Millions of dollars worth of Conoco advertising in 
leading magazines, newspapers, farm papers, and on 
billboards, radio and TV —that hadsomething to do with 
their decision. So did Conoco’s famous Touraide, the 
personalized travel service that has meant so much to 
the Smiths in winning steady customers and extra sales. 


But chief in Matt Smith’s mind was that quality-and- 
sales lesson he had learned at B. F. Goodrich. Now qual- 
ity was paying off in sales once again—this time with 
Conoco. And you can well imagine Matt’s great delight 
when Conoco recently decided to feature B. F. Goodrich 





products in its complete TBA Line . . . a sure-fire selling 
plus to dealers! 


Are the Smiths happily wedded to Conoco? Their suc- 
cessful and growing business supplies the answer. Today, 
their large farm business encompasses over 200 farm 
accounts. In addition, they now have six service-station 
dealer accounts, operate two tank-trucks, and require 
two assistants to help run the business. And they con- 
tinue to hit new sales peaks in their company history all 
the time! Small wonder they now confidently state: “It’s 
Conoco for keeps!” 


Both the Smiths have been active in community affairs 
—Matt devoting a great deal of time to such healthy 
youth movements as the National Youth Association. 
Lucille was very recently president of the local Business 
and Professional Women’s Organization . . . and, like her 
husband, is right handy with a fishing rod! 


Continental Oil Company is proud to salute Lucille and 
Matt Smith and wish them the very best of luck for the 
future. Their story is a heartwarming chapter in the 
continuing chronicle of the independent oil jobber and 
his (or her!) significant place in the petroleum industry. 


And we'd like to help turn more life stories of jobbers 
and their companies into “‘best sellers.’’ If you are inter- 
ested in a jobbing contract with Continental, why not 
write to the Continental Oil Company nearest you or to 
Ponca City, Oklahoma? If you are not within reach of 
Continental’s gasoline supply, we should be happy to 
give you information about the possibilities of increasing 
your profits by selling spectacular Conoco Super Motor 
Oil in any one of the 48 states. 


Advertisement 
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GROUP OF DIRECTORS attending recent Wichita convention of Kansas Oil Men's 

Assn, are (front, left to right) Dean Spencer of Oakley; Dean Pittenger of Wichita 

and Jim Scriven of Abilene; (rear) Ed Dumler of Russell, E. D. Erickson of Linds- 
borg, and Thomas Quigley of Colby 


dim Scriven of the Viola Oil Co. at 
Abilene, Kan., was an early Eisen- 
hower-for-President supporter and 
played a leading role in planning 
the Eisenhower homecoming celebra- 
tion last spring and in establishing 
the president’s boyhood home in Abi- 
lene as a national shrine. 

When the time approached for Mr. 
Eisenhower's inauguration as Presi- 
dent, and 100 citizens of Abilene en- 
gaged a special train to attend the 
festivities, doubt arose as to whether 
Abilene’s colorful marching band 
would have sufficient funds to make 
the trip. 

So Jim Scriven, who is a director 
of the Kansas Oi] Men’s Assn., de- 
cided to do something about it. He 
purchased a good-sized advertisement 
in the Abilene Reflector-Chronicle 
calling upon the citizens of Abilene 
and Dickinson County to start a fund 
to assure the band’s attendance at 
the inauguration. Accompanying the 
ad was Mr. Scriven’s personal check 
“to help start the ball rolling.” 

As a result, Abilene’s colorful band, 
dressed in cowboy attire, made the 
trip to Washington and was a big 
hit of the inaugural parade, being one 
of the most photographed units in 
the line of march. + 

Oh yes! Jim Scriven went to Wash- 
ington, too. He beamed proudly and 
his chest stuck out an extra inch or 
two as he watched a fellow towns- 
man sworn in as President of the 
United States and reflected that per- 
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haps his contributions had played 
some small part in making the his- 
toric event possible. 


o * * 


E, T. Storey has retired as presi- 
dent of the Sweetwater Oil Co., Rock 
Springs, Wyo. 

Mr. Storey had been president of 
Sweetwater for 18 years. He also 
was Wyoming sales manager for 
Indiana Standard, a position he re- 
linquished last year. 

Mr. Storey is known throughout his 
home territory as announcer for the 
“Frontier Days” rodeo at Cheyenne. 

New officers of Sweetwater include; 
W. B. Egbert, president; M. F. Good, 
vice president; and George Johns, re- 
elected secretary-treasurer. 


* . * 


F. W. Bottemiller, Bottemiller Oil 
Co, Bertha, Minn., has retired as sec- 
retary of the Commercial Club after 
25 years. He will continue as a mem- 
ber of the board of directors. 


* * * 


In addition to his oil jobbing busi- 
ness, A. B. Anderson of Anderson 
Oil Co. Sioux Falls, S. D., likes poli- 
tics and traveling. 

He was recently re-elected state 
senator for the third term and prior 
to that served three terms as a 
state representative. 

Last summer, Mr. Anderson toured 
15 European countries with his own 
car. 


New directors of the Florida Pe- 
troleum Marketers Asan., include 
Joe Bill Rood, Pioneer Oil Co., Bra- 
denton (also association president); 
J. H. Williams, Jr., J. H. Williams Oi! 
Co., Tampa; E. F. Brantley, National 
Petroleum Corp., St. Petersburg; 
Frank N. Robshaw, South Atlantic 
Oil Co., Palatka; Herbert H. Peyton, 
Billups Petroleum, Jacksonville; Cecil 
Thebaut, Livingston-Thebaut Oi] Co., 
Jacksonville; Rainey Cawthon, Shell 
Oil Tallahassee; Cecil Collins, Prem- 
ium Fuel Co., Tallahassee; R. E. 
Odom, Odom and Chapman Oil Corp., 
Tallahassee; Frank Kendall, F. P. 
Kendall Oil, Miami; R. J. Grove, Su- 
perior Oil Co., Miami; Hugh Middle- 
ton, Hugh’s Oil Co., Ft. Pierce; 
Harry E. Ericson, Imperial Florida 
Oil Co., Winter Park; Harvey Bryan, 
Thrift Oil, Daytona Beach; and D. W. 
McArthur, Jr., Shell Oil, Cocoa. 


* > oJ 


Merle A. Legg, Tide Water Asso- 
ciated sales agent in Tacoma, Wash., 
has been elected to Tacoma Kiwanis 
Club board of directors, He was re- 
cently appointed chairman of the 
chamber of commerce industrial com- 
mittee. 


. 


John W. Han- 
cock, son of the 
founder, has been 
elected president 
of the Hancock 
Oil Co. of Cali- 
fornia, Long 
Beach, Calif. He 
replaces Will J. 
Reid who became 
board chairman. 

Although the 
company was 
named after the 
founder, the iate 
John Walker Hancock, Mr. Reid had 
been president since it was estab- 
lished 31 years ago. Hancock Oil is 
now the eighth biggest marketer on 
the West Coast, ranking behind the 
seven majors. (An article about 
Hancock appeared in Aug. 6, 1952, 
NPN). It markets about 17,500,000 
gals. of gasoline a month. 


W, T. Hancock, vice president in 
charge of refining and brother of 
the founder, became executive vice 
president, the post formerly held by 
the new president. J. J. Shrewsbury, 
secretary-treasurer, was elected vice 
presideftt and treasurer. 

Elected to the board of directors 
were B. H. Dresser, heavy oil sales 
manager and new secretary; New- 
comb D. Taylor, light oil sales man- 
ager, and P. T. Martin, production 
manager. 


Mr. Hancock 


63 











ABOUT OIL PEOPLE 








Myles Hall of Duluth, at 37, 
not only is the youngest job- 
ber ever to be elected president 
of the Northwest Petroleum 
Assn., but is probably the first 
oil man with an FBI back- 
ground to be chosen president 
of a jobber association any- 
where. 

During the war he served as 
special agent of the Federal 
Bureau of Investigation at San 
Antonio, Dallas, Seattle, and St. 
Paul. 

But Mr. Hall’s high recogni- 
tion in the oil industry comes 
primarily from his outstanding 
record of achievement as a bus- 
inessman, a record built up in 
the short span of seven years 
since he organized the Como Oil 
Co. in January, 1946. Today the 
company ranks as one of the 
largest Independents in northern 
Minnesota, and Mr. Hall is 
hailed as an expert on record 
keeping, operating costs, and 
stock loss control. 

Born in Brainerd, Minn., Dec. 
19, 1915, Mr. Hall was gradu- 
ated from Lake Forest (IIl.) 
College in 1937. He then worked 
as a bank teller at Brainerd for 





_ Meet Myles Hall—He Used to Stop Criminals, Now He Stops Product Losses 





Mr. Hall 


a year and a half before mov- 
ing to Duluth in 1939 as ore 
of the organizers of the Mathi- 
sen Tire Co, 

In 1942, Mr. Hall sold his in- 
terest in the tire concern and 
joined the FBI as a special 
agent. Throughout the war he 
tracked down Nazis, Commu- 
nists, kidnapers and other as- 
sorted criminals while serving 
with the FBI. 


Having served his nation 
faithfully throughout the war, 
Mr. Hall resigned from the FBI 
to fulfill an ambition to become 
an Independent businessman. 
Starting from scratch, he or- 
ganized the Como Oil Co. which 
distributed private brand prod- 
ucts for three years before 
switching to Phillips in 1949. 


At the end of its first three 
years of existence, Como Oil 
was marketing approximately 
1,000,000 gals. of gasoline and 
1,000,000 gals. of fuel oil. In 
1952, its gallonage had grown 
to 2,500,000 of each product. 


It didn’t take the Northwest 
Petroleum Assn. long to discov- 
er Mr. Hall’s talents. He has 
served the association five 
years as a director and two 
years as vice president. He is 
secretary-treasurer of the Twin 
Ports Oil Men’s Club and has 
been active in work of the Oil 
Industry Information Commit- 
tee, having served as co-chair- 
man of Duluth. 


He and his attractive wife, 
Gloria, are the parents of a son, 
John, 2. 








Missouri iobbers Wayne Young of 
Springfield, Fred Whiteley of Colum- 
bia and Leo Barry of Kansas City, 
are members and board directors of 
the Missouri Petroleum Assn., not 
the Kansas Oi] Men’s Assn., as er- 
roneously reported in the pict cap- 
tion on page 95 of the Feb. 18 NPN. 


Frederick Grinnell and Robert A. 
Stromberg have moved their New 
York-New Jersey district OIIC head- 


quarters to 630 Fifth Ave., New York 
20. 
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A, F. Ryan has been appointed dis- 
trict manager for Ethyl Corp., in 
Denver, a new position in the Ethyl 
sales organization. 

Mr. Ryan joined Ethyl in 1941 
and has been an account representa- 
tive in Kansas City for the past two 
years. 

* * * 


John Canning, 
assistant director 
of public rela- 
tions for Indiana 
Standard, has un- 
dertaken a big 
job as 1953 di- 
rector of the oil 
industry’s Chi- 
cago area Red 
Cross campaign 
fund. 

This year Mr. 
Canning’s goal 
will be to raise 
$97,000, 14% more than last year. 
Mr. Canning points out that the in- 
crease is due to a new assignment 
the Red Cross has been given by 
the Office of Defense Mobilization— 
the task of collecting and processing 
blood into a derivative (gamma glob- 
ulin) now known to reduce paralytic 
effects of polio. 

Last year the oil industry, un- 
der Mr. Canning’s leadership, sub- 
scribed to 103% of its $85,000. quota, 
or $87,500. 


Mr. Canning 





W. V. Ischie has completed his tour 
of duty with the Petroleum Admin- 
istration for Defense and is going 
-back to Sinclair Refining, where he 
has been appointed assistant to the 
manager of refineries, with headquar- 
ters in New York. 

Mr. Ischie was formerly operating 
superintendent of Sinclair’s East Chi- 
cago refinery. 7 


* * * 


The Association of Desk and Der- 
rick Clubs of North America, will 
hold its annual meeting in Denver, 
Sept. 10-11, according to national 
public rélations chairman, Irene Stim- 
son Cox, secretary-treasurer of Pan- 
handle Product Producing Co., San 
Antonio. 


* * * 


H. A. Greenlaw, president of Maine 
Farm Supply Co., Presque Isle, Me., 
plans to build a new warehouse this 
year. In the past two years, Mr. 
Greenlaw has built a new office build- 
ing, garage, warehouse and new bulk 
plant. 


* * > 


Two jobbers who have put service 
station expansion first on their list 
for 53 are W. C. Thomas, Thomas 
Oil Co., Sanford, N. C., and Donald 
Anders:n, Anderson Oil, Willmar, 
Minn. 
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Eaton em | 
Axle Trucks 


More than a 
Million-and-a-Half 
in Trucks Today! 


make more 
full-load trips, quicker, 


at lower cost 


Quicker trips with no sacrifice of payload. Lower operating and 
maintenance cost, because engines operate in their best speed range. 
Less wear and strain on engine and vehicle. More miles in the 
life of the truck. Higher trade-in value. Eaton 2-Speed Axles will 
lower your hauling costs for you. Ask your truck dealer to prove it. 


EATON «...25000° 
MANUFACTURING COMPANY 


€) CLEVELAND, OHIO 

PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets « Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts « Rotor Pumps © Motor Truck Axles ¢ Permanent Mold Gray Iron Castings ¢ Heater Defroster Units » Snap Rings 
Springtites «Spring Washers eCold Drawn Steel eStampings * Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 














STANDARD STEEL TRANSPORTS 

are engineered for hauling many 
different products during all seasons of the year, and this 
adaptability “shows up in the pay-off.” 


5. and. TRAN SF GATATION co. 


CHILLICOTH fs MACON.MO 


NY 


This is the beginning of the long season of asphalt STANDARD STEEL WORKS has more than 
deliveries: STANDARD STEEL TRANSPORTS forty years of Transport and Road Machinery 
which have been continuously used the past months experience behind every unit—years when it 
for hauling gasoline, kerosene, and fuel oils, now helped cradle the infant automobile transportation 
enter the asphalt season with the same high degree industry, created the machinery which built our 
of winter hauling efficiency in speeding up summer country’s roads and highways .. . and then de- 
deliveries. No time is lost in converting the trans- signed and engineered the equipment that made 
port from one type of liquid to another. highway deliveries faster, cheaper, safer. 


mONEY MAKER FOR “OVER THE HiGHway” PROFIT 





STANDARD STEEL has in its great line-up of TRANS- Long hauls are more profitable with equipment built to 
PORTS a unit to meet every requirement in any state or handle large capacity loads—short hauls and local deliveries 
country of the world. STANDARD STEEL also maintains may be more profitable with smaller units. Let STAND- 


a staff of experienced engineers who can meet any special ARD STEEL engineers help you plan your fleet for 
requirement you may have. effiicency. 


Engineered by Leading Manufacturers of ROAD MACHINERY 





Standard Steel ‘'S-J" maintenance distributor The famous Standard Steel Tar 
for road repair and small construction jobs Kettle for road patching, crack- 
filling, and many other uses STANDARD STEEL — DISTRIBUTORS for 
primary bit oad wetion. Standard 
Stee! also earn a hes street flushers, road tools, 
agricultural products and “E-Z" metal shelving 





Standard Steel Works  sortn xansas cry, mo. 





